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PERO & DANIELS 


AMERICA’S LARGEST DISTRIBUTOR 
OF NARROW FABRICS FOR SHOES 











1, 2 or even all 3 widths 
on the same shoe. 





Available in all colors and widths 
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for immediate delivery. 





Cost per shoe negligible 
. . - greatly enhances sales 
and beauty of shoes. 

















Write today for samples of pattern 1952 in 2”. 3/16”. Vs” and ¥” gros-grain trimmings. 


PERO DANIELS inc. 


Thos. G. Plant Bidg., Boston 30, Massachusetts Phone: JA 2-1320 








SIDE GORE STYLE — NO. 623 


DIAMOND SHOE CORPORATION, 
MARLBORO, MASS. 


America’s foremost shoe manufacturers prefer this combination-tanned 
aniline leather for its beautiful lustre, plump texture, sturdy character, 
comfortable wearability and lasting appearance. Men's shoes are 


definitely smarter when they're made with Rueping’s TOMAHAWK. 
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FRED RUEPING LEATHER CO., FOND DU LAC, WISCONSIN, U.S.A. 





Distributors: 
Jefferson Leather Co 
119 Beach Street, Boston, Mass. 


‘aul J. Gerwin 
485 So. High Street, Columbus, Ohio 


F. 


J. Kelly 
918 N. Fourth St., Milwaukee, Wis. 


Leathers of Distinction... 
KIPS and SIDES 


Anton and Ingraham Lea. Co 
2007 Olive St., St. Louis 3, Mo. 


The John Harvey Leather Co. 

50 Wildey St., Philadelphia, Pa. 
Stephens Leather Co. 

406 Main St., Los Angeles 13, Calif. 
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Coming Events 





Oct. 20, 1951—38th annual banquet of 
New York Shoe Superintendents’ and Fore- 
men’s Association. Hotel St. George, 
Brooklyn, N. Y. 


Oct. 21-24, 1951—Canadian Shoe and 
Leather Convention in Montreal, Quebec, 
Canada, 


Oct. 24, 1951—Fall Meeting of National 
Hide Association. Sovereign Hotel, Chi- 
cago, Ill. 


Oct. 25-26, 1951—Annual Fall Meeting 
of Tanners’ Council of America. Edgewater 
Beach Hotel, Chicago, Ill. 


Oct. 29-Nov. 1, 1951 — National Shoe 
Fair, sponsored by National Shoe Manu- 
facturers Association and National Shoe 
Retailers Association. Palmer House and 
other hotels, Chicago. 


Nov. 11-14, 1951 — Spring Shoe Show, 
sponsored by Southwestern Shoe Travelers 
Association. Adelphus, Baker and South- 
land Hotels, Dallas, Tex. 


Nov. 25-29, 1951 —- Popular Price Shoe 
Show of America for Spring and Summer 
1952. Sponsored by New oe Shoe 
and Leather Associ Nati 
Association of Shoe Chain Sener Hotels 
3 New Yorker and McAlpin, New York City. 


’ Jan. 26-30, 1952— Mid-Atlantic Shoe 
‘Show. The Ambassador, Atlantic City, 
°N. J. 


March 11-12, 1952—Showing of Ameri- 
can Leathers for Fall and Winter, 1952. 
Sponsored by Tanners’ Council of Amer- 
ica, Inc., Waldorf-Astoria Hotel, New 
York. 


May 5-7, 1952—Annual Spring Conven- 
* tion of Tanners’ Council. Castle Harbour 
Hotel, Tuckerstown, Bermuda. 


May 19-20, 1952—Eighth Annual Meet- 
‘ing of National Hide Association, Hotel 
' Cleveland, Cleveland, O. 








5 June 1-4, 1952—Annual Convention of 
é _ American Leather Chemists Association. 
gp Ocean House, Swampscott, Mass. 


Oct. 23-24, 1952—Annual Fall Meeting, 


j Tanners’ Council of America, Inc. Edge- 
: | water Beach Hotel, Chicago, Ill. 
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OROPON, LEUKANOL, TAMOL, ZIRCOTAN, PRIMAL, 
ORTHOCHROM, HYDRHOLAC, OROTAN, ORTHOLITE, 
RHOTEX are trade-marks, Reg. U.S. Pat. 
Off. and in principal foreign countries. 


CHAMPIONSHIP 
ELEVEN 


Dimeruvtamine. Synthetic form of nature’s own 
accelerator of the unhairing process. 


Ororon. Original and standard synthetic bate. 
Leuxanot, Synthetic tan assist responsible for 
popular acceptance of white leather. 

Tamot. Dye assist which made pastel colors 
practical. 

Zincotan. Produces through-white leather. 

Prawat. Resin dispersion giving outstanding 
flexibility in leather finishes. 

Ortuochrom. Pioneer washable leather finish. 
Hyorvo.ac. Aqueous emulsions of nitro cellulose 
lacquers. 


Ororax, Industry-approved synthetic tanning 
material providing in itself a complete re- 
placement for natural tannins. 


Orinourt. Hard wearing lacquer finish of good 
flexibility at low temperatures. 


Ruorex. The first synthetic product developed 
for pasting. 


CHEMICALS FOR INDUSTRY 





ROHM & HAAS 
COMPANY 
WASHINGTON SQUARE, PHILADELPHIA 5, PA. 














How “FREE” CAN A COUNTRY GET? 


A union goes beserk and demands everything but free beer 


ECENTLY a local of the United 
Packinghouse Workers’ CIO pre- 

sented a list of 27 demands for its 
new contract with John Morrell & Co., 
a major packing house. The list, 
when examined, sent management 
reeling on the bottom of its round. 
Here were some of the demands. 

A free 15-pound ham on Easter 
and Christmas for every worker. 

Free lunches daily for each worker 
—or a $1 payment in lieu of the free 
lunch. 

Regular pay for the daily free 
lunch period. 

Two hours travel time daily—one 
hour each to and from work—at- 
regular pay. 

Every worker gets a free holiday 
on his birthday—at regular pay. 

Seats for every employe able to 
do his work sitting down. 

To which a company executive 
asked, “What? No free beer?” 

And a union official growled back, 
“Well, it’s a free country, ain’t it?” 

Well, at that rate it sure is a free 
country.. Which is probably what in- 
spired one wit to quip, “All this coun- 
try wants is a fair day’s work for a 
fair week’s pay.” 


No Gag 

One might think that this local’s 
demands was a gag presented with 
tongue in cheek. But the union was 
dead serious, as expressed by one of 
its officials, “Maybe we’re setting a 
' precedent, but we mean every word 
of it. We're setting the stage for a 
new day for American labor.” 

If this union local gets away with 
it’s accordion music—noise that 
comes from playing both ends against 
the middle—American management 
may soon find itself dancing to a 
new tune with a lot of tricky steps. 
It’s because of situations like this 
that union and management arbitra- 
tors often find that truce is stranger 
than fiction. 

The old-timers used to say, “I’m a 
great believer in luck. The harder 
I work the more I seem to have of 
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Reprints available at nominal costs: 
Up to 100, 10c each; 200-500, 5c each; 
1000-3000, 2%c each; 5000 or over, 
1%c each. 





it.” But in this modern “gimme” era 
the philosophy has changed to, “The 
less I work the more I seem to have.” 

The gimme era, born some years 
ago when the government assumed 
the self-appointed role of Santa 
Claus, has afflicted just about every- 
one. Just recently a book was pub- 


~~lished, “How To Get Yours From The 


Government.” Without benefit of any 
written manual, a lot of groups—the 
local packinghouse union is one ex- 
ample—has shortened the title and is 
demonstrating “How To Get Yours.” 
Inevitably the consumer and _ tax- 
payer is going to be forced to read a 
book, “How You'll Get Yours In The 
End.” 

Robert N. Denham, former chief 
of the National Labor Relations 
Board, examined thousands of de- 
mands by labor unions. In despair, 
he finally quit his post (they say 
that Harry Truman fired him be- 
cause he didn’t respond fast enough 
to the gimme). Anyhow, Denham 
declared, “More and more, the de- 
mand is something more for nothing 
—until I can see in this present trend 
a threat to the stamina and inde- 
pendence of our young people.” 

A lot of labor unions tend to see 
things in lumps. For example, they 
are impressed by the stories of 
America’s unprecedented current 
prosperity—with record national in- 
come, gross profits, etc. Closing 
their eyes to the deceptions of infla- 
tion and to the realities of taxes, they 
reason only that “on the average” 
everyone is prospering and labor is 
going to get its share. But this blind 
faith in figures can be fatal. There’s 
the sorry story of the man who 
drowned in a stream that averaged 
only two feet deep. 
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The something-for-nothing philoso- 
phy brings to mind a story: “How is 
it, Al, that you make so much profit 
off your coal?” asked a business 
acquaintance. “Your price is lower 
than any other dealer in the city, and 
yet you make extra deductions for 
your friends.” 

“Well, it’s like this. I knock off 
$1 a ton because the customer is a 
friend of mine. And then I just take 
20 bushels off the ton because I’m a 
friends of his.” 


“On The Cuff” 

Free hams and free lunches may 
seem a reasonable demand in periods 
of “unprecedented prosperity” such 
as the present era of illusion is sup- 
posed to be. But such boom times 
can be defined as a period when we 
all get rich by charging one another 
too much. For inflation, goaded by 
free hams and free lunches, is noth- 
ing more than prosperity on the cuff. 
We're in a sorry enough mess as it 
is, with the government believing the 
individual owes it a living. The mess 
will be sorrier still when labor pre- 
sumes the same about industry. 

There never was and never will be 
any such thing as a free lunch. Some- 
body pays for it. Samuel Gompers, 
founder of the AFL, said something 
pertinent about this: “What the gov- 
ernment gives you, the government 
can take away. And once it starts 
taking away, it can take more than 
it gave.” The same applies to exces- 
sive labor charges and higher prices. 

Inflation, the enemy of every pay 
check, is born with free lunches and 
free hams. Teddy Roosevelt had a 
good, sound answer: “It’s our duty 
to see that the wage-worker, the small 
producer, the ordinary consumer, 
shall get their fair share of the bene- 
fit of business prosperity. But it 
ought to be evident to everyone that 
business has to prosper before any- 
body can get any benefit from it.” 

After all, how “free” can a coun- 
try get? 
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From early stages of manufacture to the finished leather 
product, you'll find Dowicide products, Dow’s industrial 
germicides and fungicides, extremely valuable in protect- 
ing your materials and processes from destructive mold 
and bacterial attack. Check these processing spots where 
Dowicide industrial germicides and fungicides are bringing 
effective microbial control to the leather industry: 


1. In the drying loft. 

2. During tanning, soaking, sammying, brining and pickling. 
3. In coating and finishing materials. 

4. In pasting materials. 

If you are not receiving adequate protection against time- 
wasting, costly mold and bacterial attack, phone, wire or 
write Dow today for additional information. 


INDUSTRIAL GERMICIDES AND FUNGICIDES 


THE DOW CHEMICAL COMPANY e¢ 


MIDLAND, MICHIGAN 


ey Sa « Darton « Saas < Aieity: © Cretan > nell Chicago « St. Lovis « Houston 
Seattle 


San Francisco * Los Angeles « 
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Dow Chemical of Canada, Limited, Toronto, Canada 
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MACHINE COMPANY, INC. 
ST. LOUIS: 1408 Locust St. 








IN THE WORLD 


IN SHOE BINDING 


Over 160 different shades in stock. Dark shades, light shades, 
medium shades—all shades for immediate delivery to help you get your 
shoes out on time. And remember that Rotary coated binding meets 
all climatic conditions and will not gum the machine. 

But Rotary offers more than the finest in binding—it offers a 
complete binding service including the superior Rotary French cording 
machine and the Rotary electric-point heating unit. 

Complete and immediate service to all users of the Rotary products. 


STICK to the ROTARY WAY and end all your binding problems. 





Seow White Lathan in Bk end Smooth and 
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11, MASS @ TANNERY PENACOOK, NH 
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SHOE FASHION 


Sty [ Cscope, 


NEWS 


AND TRENDS 





Tapered, slim or pointed toes now definitely established. 
Despite all resistance, largely by industry, slim silhouette 
in women's dress footwear, and to some extent in casuals, 
has taken hold. Most promising development from varied 
ideas and experiments on this general theme is pointed 
toe. Consensus of industry is that out of all styles tried 
since tapered toe first launched, pointed toe is “‘it."' 
Already, consumer acceptance of slimmed silhouette posi- 
tive. Especially in dress styles, women are following fashion 
demand for elegant-looking footwear. 

Europe is turning toes up. High-style footwear out of 
Italy has taken a ‘haughty turn.’ British stylemen introduc- 
ing, cautiously, this ''Turkish'' toe. Some in America predict 
toes will turn up this Spring. Although nothing is being 
done now along these lines, possibility that one or two 
style leaders might introduce upward swing in near future. 
Bears watching. 


-o 


Perugia launches design on new last built for either left 
or right foot. Shoe styled for Dior to be used in his latest 
Paris showing. Dior wished to change entire body silhouette 
to a "flatter front'' appearance. Models, therefore, could 
not wear high heels. Perugia, using “cuban heel" height, 
changed heel by making it almost level across top of seat. 
In order that shank take such a level-topped heel, was 
necessary to raise pitch of arch. When arch thus raised, 
any right-and-left shoe uncomfortable to wearer. There- 
fore, new lasts made which were straight through ball 
of foot. (See pages 34-35). 


-o 


More women's shoe business in the offing. Female labor 
force averaged just under 19 imillion in first half 1951. 
This was about 750,000 more than 1950 average and 
1,250,000 more than 1949 average. Alert shoe manufac- 
turers can make these figures spell added shoe sales and 
added profits. Working woman has more to spend and 
does spend more on clothing—shoes included. Wants 
style, wearability and comfort. Figures indicate greater 
demand for smart medium-price shoes on- medium height 
heels. A good market to cultivate. 


—~o 


If present trend continues, men's shoes may become 
brightest part of costume. Since World War Il, men's 
shoes gradually getting more colorful, daring. Twenty-five 
colors now on 1952 Spring Color Card. A small buying 
flurry last Fall when bright red and yellow tartan plaids 
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were introduced, indicating possibility men's shoes becom- 
ing gayer. 


-o 
‘ 


Color and decoration in men's shoes not new. Gold 
shoes worn by Egyptian men 4,500 years ago, with scenes 
of Nile and likenesses of Egyptian gods embossed on 
uppers and insoles. Greeks and Romans decorated foot- 
wear with gold. Ancient Greeks and others wore shoes 
colored variously in scarlet, vermillion, yellow, bright green, 
purple. Red favored by Spartan warriors. 

Riotous color continued until 1815, when George IV of 
England sounded death knell for all fancy shoe styles by 
ruling that men must wear trousers during se and breeches 
only at night. No point in donning fancy footwear only to 
have it concealed by trouser legs, so men settled for plain 
leather boots or low cut oxfords. 


-o- 


Maybe men ready for bright ideas out of past. Although 
men today laugh at footwear worn by ancestors, have 
shown liking for slipons, introduced by Queen Victoria 
in 1840 as laceless shoe and which went out of fashion 
when high button shoes came in. Not long ago, some 
shoes were made up for square dancing with high, west- 
ern heels and light contrasting uppers embossed With 
cowboy designs. A lot of these were sold in a Times Square 
store—miles from square dance territory. Same store 
put few pairs novelty laces in window to attract attention. 
These in screaming Ricaicesel yellows, blues, greens, reds 
and orange—gaudier than anything Louis XVI ever 
dreamed of. Were snapped up almost immediately. 


—o 


Cleaner, keener lines for men's shoes. One and two 
eyelet ties seen most important for Spring and Summer 
with U-wing tips. ‘Lines and fittings cleaner, leathers softer. 
One better grade leader reporting beg active interest 
in a casual made with five-ounce backed buck and cushion 
crepe sole. Predicts shoes of this type will go over well. 
Palomina and light shades seen most popular. Suedes 
considered not any stronger than before, although most 
agree there will still be business in some. 
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SHOE Fair Focus ON Prices 


Sales prospects volatile —buyers need shoes but price-cautious 


HE 18th National Shoe Fair will 

be held in an atmosphere of price- 
consciousness that will over-shadow 
all other factors. Shoe buyers every- 
where, worried about the failure of 
shoe sales to rise substantially from 
the Spring-Summer-Fall trough, are 
looking mainly to lower prices as a 
means of luring more customers into 
their stores. 

The wave of shoe manufacturers’ 
price reductions over recent weeks 
has given encouragement to buyers. 
Cuts from 50 cents to $2 a pair have 
been made by International, Selby, 
I. Miller, French-Shriner-Urner, Mel- 
ville, Florsheim, Commonwealth, 
E. E. Taylor, Nunn-Bush, Eaton, J. P. 
Smith, Field & Flint, and many 
others. Virtually all these price re- 
ductions have been based on lower 
rawstock and leather prices, chiefly, 
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the savings “passed on” to the con- 
sumer. 

However, though in many in- 
stances these cuts will serve to stimu- 
late buying at the Shoe Fair, in other 
instances they will tend to create in- 
creased caution and hesitancy. It is 
summed up by the remark of one 
skeptical buyer: “If prices have come 
down a dollar, they' can come two. 
I’m holding out till the last ditch.” 

Though this attitude isn’t prevalent, 
it exists to a substantial degree. It 
is a perfectly natural human “in- 
stinct” and one that has prevailed 
among the mass of consumers over 
recent months. It is now being re- 
flected by shoe buyers. A softening 
market rarely creates an immediate 
rush of buying, but rather a wait- 
and-see attitude until buyers feel cer- 





SHOE MANUFACTURERS 
SHOE FAIR 
JOINT COMMITTEE 
Top Left: S. L. Slosberg; Bottom 
Left: L. B. Sheppard; Middle: Weir 
Stewart; Top Right: W. W. Stephen- 
son; Bottom Right: B. A. Gray. 
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tain that the bottom has_ been 
reached, or that the market has sta- 
bilized, or that prices may tend to 
rise again. The shoe market cur- 
rently is in a highly volatile condi- 
tion—and hence buying at the Fair 
is expected to reflect this volatility. 

Also volatile are the materials cost 
factors, particularly rawstock and 
leather, which comprise more than 
half the total cost of the shoe. Add to 
this the still-lingering pain of burnt 
fingers experienced by shoe retail- 
ers whose scare-buying activities 
early in the year have further in- 
creased their cautiousness. The situa- 
tion of the shoe buyer is pretty well 
summed up by Albert Wachenheim, 
Jr., president of the National Shoe 
Retailers Association: 


(Continued on Page 65) 








Perugia’s ‘Architectural’ Footwear 


Revolutionary “‘Shoe Engineering’ Creates New Designs 


| SING modern engineering and architectural principles, 
Perugia has created shoes based on two revulu- 


tionary ideas. 


One is an archless or shankless shoe. Mr. Perugia 
explains the construction as being very similar to that 
of a bridge. For example, no bridge is supported in 
the middle—only on each end. Since the arch of the 
foot may be compared structurally to such a bridge, it 
follows that the foot actually requires no support in the 
arch. 


The second is a heel, made of a razor thin shaft of 
steel, with the metal shank of the shoe being carried 
out to the edge of the heel seat and bent down to form 
a heel. Mr. Perugia feels that this type of heel con- 
struction is actually more sturdy than the usual method 
of attaching a wooden or leather heel during the regular 
manufacturing process. The principle involved is that 
strength through precision positioning, rather than bulk 
or quantity, is the sole supporting feature. 





The five shoes sketched on the opposite page are from 
his newest collection designed for I. Miller, employing 
these two principles. 








Top: An example of the shoe with no arch. This 
sample was made in rose-colored dull satin with rose 
braid stitched over the vamp., Center right: A dancing 
sandal with a jeweled steel heel. The three strips which 
make up the shoe are entirely crusted with rhinestones, 
as well as the blade-thin edges of the heel. The lining is 
pink satin. Center left: A fabulous mule made of white 
kid etched with gold. The graduated metal balls which 
make up the heel are gold, as well as the vamp ornament. 
Bottom left: Another example of the steel heel construc- 
tion. This is a black suede afternoon shoe, the heel 
simply gold-enameled steel. Bottom right: Again the 
“free arch” treatment on an “at-home” mule. This 
model is gold and rose etched kid with a gold kid vamp 
collar and heel seat collar. Again, a pink satin lining. 
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COLONIAL VELKA answers Fashion’s call to colors 
for Spring and Summer with the gayest line-up ever! Colors that 
blend, colors that match, colors that add “sell” to your shoes. 
All ready for immediate delivery in mellow Velka, the versatile 
leather with the expensive look. Sample swatches available upon request. 


COLONIAL TANNING COMPANY, INC. * BOSTON 11, MASSACHUSETTS 
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Besides flexing easily with each movement of the foot, the 
fibre-structure of England Walton soles provides a resilient surface 
that cushions bones naturally — without pushing them out 

of place or allowing them to sag. 


In this way, good sole leather is always a health-promoting factor 

— not only in orthopedic shoes but in every type of footwear. 

And in England Walton sole leathers expert oak bark tanning brings out 
the fullest benefits of this important feature. 


Today, more than ever before, it pays to give a value-minded public 
all the advantages its money can buy. Make sure you get—and give 
— the sales-building advantages of England Walton sole leathers. 


ENGLAND WALTON DIVISION, A. C. LAWRENCE LEATHER CO. 


BENDS, CUT SOLES AND SOLE LEATHERS 


BOSTON + CAMDEN + PEABODY + NEW YORK « ST.LOUIS + COLUMBUS + MILWAUKEE - LOS ANGELES 
SAN FRANCISCO + ASHLAND, KY. - NEWPORT, TENN, - HAZELWOOD, N. C. 
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SHoE Business—Due To Rise 


Here Is Why It’s “Impossible” for famine to continue 


HOE business has nowhere to go 

but up. This may seem like a 
broad, generalized optimism, but the 
facts can be substantiated. At the 
start of this year, 1951 held all the 
promise of being a near-record year 
in terms of shoe production and sales. 
The “little”? Korean war had grown 
to serious proportions. Sales of all 
goods, durable and non-durable, set 
new records in January and Febru- 
ary. Buying was at a frenzied pace 
as retailers and manufacturers alike 
sought to build up inventories as a 
hedge against shortages and in prep- 
aration for a continuation of the 
boom. 

Once again, everyone was talking 
shortages, what with a 60-billion- 
dollar defense program in the mak- 
ing, and new government control 
regulations sprouting every day: 
And shoe business, like every busi- 
ness, was riding the high wave. It 
looked as though the half-billion-pair 
production mark would be passed 
easily by year’s end, and with some 
probability that the record 528,000,- 
000 pairs of 1946 might be ap- 
proached. 

Then came March and the sudden, 
unexpected slump—a slump that con- 
tinued over the next six months, and 
the unpleasant effects still with us 
today. Production and sales fell, and 
with them prices. The only thing 
that held high was inventories—a few 
months earlier considered an asset 
but now regarded as a_ serious 
liability. 

As a result, 1951 will finish, ac- 
} cording to best estimates, with a pro- 
duction level about three percent be- 
low that of 1950. This could mean a 
production decline of 15,000,000 
pairs. However, if military shoe pro- 
duction is excluded, the expected de- 
cline, in civilian shoes alone, will 
amount to at least 34,000,000 pairs, 
or about seven percent. This would 
bring the total of 1951 output to 
about 457,000,000 pairs. Actually, 
the economists are “predicting” an 
even greater fall, perhaps to around 
445,000,000 pairs in civilian foot- 
wear. 

If these estimates prove true by 
year’s end, it would mean that 





‘ 


civilian per capita consumption, 
based on production figures, would 
come to about 2.87 pairs, the lowest 
figure reached since 1934. This com- 
prises an extraordinary drop both in 
shoe production and per capita con- 
sumption. 

Some types of shoes have been af- 
fected more than others. For ex- 
ample, thus far this year, men’s 
civilian shoe output has been about 
20 percent below last year. Men’s 
shoe business has been chronically 
ill for the past several years, showing 
no appreciable gains in even its best 
periods, and showing appreciable 
losses in others. 

Other appreciable declines this 
year have been shown in women’s 
play shoes, misses’ and babies’ shoes, 
slippers and athletic shoes—averag- 


~ing a decline of 10 to 12 percent. 


Even those making the best showing 
—women’s regular shoes, and chil- 
dren’s and _ infants’ shoes—have 
fallen off five to 6.5 percent over last 
year. 


What Are Prospects? 


All this appears to make a pretty 
bleak picture. And true enough, the 
1951 totals will prove disappointing 
to the whole industry. However, it 
is a year pretty nearly done with and 
cannot be recovered. Like a ball 
team that has missed the pennant this 
year, it must think concretely about 
next year’s prospects. That is ex- 
actly the shoe industry’s position at 
the moment. 

What, then, are the prospects? 

If civilian pairage dips to around 
450,000,000 in 1951, it will be the 
lowest level since 1940; in terms of 
per capita consumption it will be 
the lowest level since 1934. The 
enormously significant point here is 
that these low shoe levels have been 
reached in a year of record national 
income and employment. It is an 
utterly incongruous situation. Shoes 
are a basic commodity whose sta- 
bility of consumption is traditionally 
around three pairs per capita. 

It has been argued that the exces- 
sive “over-buying” during late 1950 
and early 1951 created excessive shoe 
wardrobes that must be consumed 
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before new purchasing begins again 
on a normal scale. But by the end 
of 1951 it will be demonstrated that 
there has been under-buying of foot- 
wear by consumers—and that con- 
sequently there can be no heavy in- 
ventories of consumer shoe ward- 
robes, as presumed. The figures for 
the year on shoe production, sales 
and consumption prove that. 

Meanwhile, consumers are wearing 
out shoes purchased earlier—and 
wearing them out at a normal rate 
as they would in any year. As a re- 
sult, the replacement rate—new pur- 
chases—should by now resume nor- 
malcy. It might be argued that, as 
during the war, more consumers are 
having their shoes repaired more fre- 
quently, hence reducing purchases of 
new shoes as a “resistance move- 
ment” against prices. But the shoe 
repair industry has been experienc- 
ing the same kind of slump as have 
most others. 

All this points to what appears to 
be a fairly significant and realistic 
conclusion: consumer “resistance” 
to new shoe purchases has just about 
reached the end of the rope; not as a 
matter of choice but as a matter of 
necessity. This does not denote that 
the shoe industry faces any boom of 
consumer buying, but it does indicate 
that the time is about ripe for a 
wholesome resumption of normal 
purchasing. And this “normal pur- 
chasing” can very well make the dif- 
ference of 40 to 50 million pairs next 
year if we return to the “traditional” 
consumption pattern of around three 
pairs per capita. And there is every 
reason why it should. 

There are other strong potential 
forces behind this resumption of nor- 
mal shoe purchases. It is now well 
recognized that the sudden shift in 
buyers’ mood from hot to cold was 
due in good part to price resistance, 
to the nearly runaway inflation that 
was encompassing the country dur- 
ing the early months of the year. 
Shoe prices, along with prices of 
most consumer goods, have softened 
appreciably, especially over the past 
two or three months. This has caused 
no buying rush—nor was it to be 

(Concluded on Page 70) 


October 20, 195! 





DYESTUFFS FOR 


A full line of Acid, Direct and Basic 
dyestuffs standardized for leather 
and specifically recommended for 
chrome and vegetable tanned suede 


sheepskin for garments, millinery, 
bags, belts and shoes. 


Popular shades and standard colors 
X Uniform penetration 

X Excellent blending 

X High color value 

X Suede true to shade 

X Economical to use 


We maintain Technical Service Labo- 
ratories in New York and at our branch 
offices to give practical assistance in 
problems of applying color to leather 
Our nearest sales office will furnish any 
samples you desire. 





GENERAL DYESTUFF CORPORATION 


435 HUDSON STREET > NEW YORK 14, NEW YORK 


BOSTON * CHARLOTTE * CHICAGO © PHILADELPHIA © PORTLAND, ORE. © PROVIDENCE © SAN FRANCISCO 











Its here! 


NEW Side-Stitched [| 


DRYSEAL' WELTING 


Designed for popular price men’s 
shoes. See our complete line of 
Standard, High Styled Goodyear, McKay 
and Stitchdown welting at... 





BOOTH 25 
PALMER HOUSE 











DRYSEAL* 
Looks like leather 


Works easier 
Wears longer 
Costs less 


*Registered Trade Mark 


A Patented Thermoplastic product of 


WRIGHT -BATCHELDER Corporation 


10 HIGH STREET BOSTON 10, MASS. 
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F-C-DONOVAN, INC. 192 SOUTH ST., BOSTON 
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IRVING TANNING 
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“Bolo” 


The two-eyelet hits big time 


Wall-Streeter Shoe Co. has created a 
new-looking shoe for modern wear from 
an old style and incorporated it into its 
Foot Pals line for men. 

Called “Bolo”, the main feature of the 
shoe is a two-eyelet tie closing over a 
bellows tongue. The tongue and quarter 
piece must be made of split leather 
properly skived to be comfortable. Other- 
wise, the closing will be bulky because 
it brings together three layers of leather 
at the throat line and instep. 

With an energetic promotion program 
backing it, “Bolo” has already established 
itself as a success. So much success that 
other manufacturers are including a simi- 
lar type shoe in their lines. Florsheim 
has bought it for national distribution. 

The accompanying photographs picture 
five types adapted to the “Bolo” construc- 
tion. Each of these styles is being made 
in a variety of colors and each style 
represents a basic family of shoes. 

Reading from top to bottom and to 
right: First, the “Bolo” Brute with Cush-N- 
Crepe sole; second, the “Bolo” Buck; third, 
the “Bolo” Weave; Fourth, the ‘Bolo Slack 
with Cush-N-Crepe sole; fifth, the ‘Bolo” 
Wing in combination suede with smooth 
leather. 
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stop destroying your quality 


...With inferior threads that ruin your shoes 
as ruthlessly as “a bull in a china shop” Even if ae. : 
these threads are strong enough to sew with, 
they are too thick in diameter and bulk up in the 
lining...they require large needle holes that result 
in large, unsightly seams which harm 
your shoes’ appearance. Lacking elasticity, 
they refuse to “flex” in action, causing 
great strain on tlte seams and discomfort 
to the wearer...and subsequent 


damage to your reputation. 


Start employing nhymo’ thread 





NYMO gives you everything you have a right 


to expect of shoe thread: Finer diameter making for smaller 


orbs 


needle-holes and neater-seamed appearance, and reduced lining 


bulk...Greater strength to resist abrasion and everyday wear... 


Ae eRe donee 


A marked ability to withstand thread rot due to perspiration 
and tanning acids. NYMO’S “elasti-flex” seams, moreover, 
eliminate undue tearing strain on shoe leather. Processed 
by Belding Corticelli in a unique non-twist Monocord 
construction, NYMO is a nylon thread that is 
truly different...guaranteed to give your 


customers increased satisfaction through 
SEW IT... STRENGTHEN IT... STYLE OT WITH 


alent 


THREADS FOR SHOEMAKING 


shoes that look, feel, and wear better. 


ie. ee BROADWAY, NEW YORK 18, WN. Y. 
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CALF SUEDE 
KID SUEDE 


CARR LEATHER COMPANY 


67 SOUTH ST., BOSTON 11, MASS. 
Tanneries: Peabody, Mass. 
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THE MOST PROGRESSIVE 
‘STEP FORWARD’ 

IN THE SHOE INDUSTRY 
IN MANY YEARS “ 


a A UNMATCH BEAUTY 


on-ite 


PROCESS 


, TA. IS Th C COVERING 


FOR WOOD HEELS 


@ COVERS HEEL . 
COMPLETELY THAT EXCELS 


(INCLUDING TOP ALL OTHER COVERINGS... 


& BOTTOM) 
a Reolize . . . in 1950 over 20 million pairs - 
@ HEAT, COLD, MOISTURE-PROOF ot 


of DON- ITE Heels were 
@ PERFECT ADHESION 
(NO BLISTERS, NO WRINKLES, NO LOOSE This fact attests to the superior quality, 
COVERS) speed and economy of the process. 


Users that the DON-ITE S$ is 
@ SCUFF AND SCAR RESISTANT en sp mpi fir bat 


@ ANY COLOR OR 


DEGREE OF GLOSS TO Process and you'll be ‘way ahead— all ways! 


Write for full information, or — ga : 
MATCH UPPER " bai NOW USED — 


LEATHER BY THE WORLD'S 
LARGEST SHOE 7 
MANUFACTURERS 


4200 N. SECOND ST. « ST. LOUIS 7, 
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FOOTWEAR— 
Step-CHILD OF THE FASHION MAGAZINES? 


A study shows that shoes aren’t getting their deserved promotion 


GLAMOUR 


Elizabeth Penrose 


Editor 


“Because of costs and technical 
problems, many shoe manufac- 
turers and retailers are unwilling 
to work with us.” 


Since 1947, 
when we as- 
signed an edi- 
tor to special- 
ize in shoes, 
our own inter- 
est and cover- 
age has in- 
creased to a 
marked _ de- 
gree. We consider that the presenta- 
tion of shoes is an extremely im- 
portant part of the function of a 
fashion magazine and that the shoe 
market has, perhaps, the most difficult 
job in fashion, since it must work so 
far in advance of ready-to-wear and 
even, in some cases, fabric designing. 

In line with that understanding 
and our convictions about the im- 
portance of shoes, we have, over a 
period of the last four years, devoted 





(Continued on Page 72) 


CHARM 


Addie Weinerman 


Associate Promotion Director, 
Public Relations 


“The major problem confront- 
ing the shoe industry is one of 
timing.” 


We are keenly aware of the impor- 
tance of shoes, because we know that 
the working woman needs more shoes 
than any other woman. She needs 
shoes for work, shoes for “at home” 
wear, and dressy, shoes for her eve- 
nings out. Many working women 
even keep an extra pair of shoes in 
their desk drawers for wear around 
the office. So it would be particu- 
larly unrealistic on our part, not to 
give generous coverage to shoes. 

Because we know that the working 
woman buys fashion all year round 
and not just seasonally, we feature 
shoes in our pages twelve months 
a year. Since the recent editorial ex- 
pansion of Charm to the “Magazine 
for Women Who Work,” we have 
featured at least one page of shoes 
each month. We run a single page 
feature called “Shoe Shop Talk” as 
well as special spreads in which shoes 
are featured with other accessories, 
and ready-to-wear pages which often 


(Continued on Page 77) 
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VOGUE 


Francesca Kilpatrick 
Associate Fashion Editor 


“Leading shoe manufacturers 
have asked for our merchandis- 
ing help.” 


We strongly 
feel that most 
of the people 
in the shoe in- 
dustry have 
made a_ con- 
centrated _ ef- 
fort during 
the past few 
years to im- 
prove their fashion approach and 
their working relationship with 
V ogue. 

Because of their cooperation and 
our interest in this whole market, 
shoes have constantly been given 
more space than any other one acces- 
sory, more, actually, than any 
fashion market, with the exception 
of ready-to-wear, within the past few 
years. In addition to pages where 
shoe news and shoe news alone is 
reported, we always dress our models 
correctly from head to toe to give 


(Concluded on Page 80) 
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tive presentation to shoes? No. 


Are the country's leading fashion magazines doing promotional justice 
to footwear? Are they devoting enough space, giving consistently effec- 
In the "'Stylescope" page of Leather 
And Shoes’ September 8th issue, a detailed analysis and criticism was 
made of the big August issues of the leading fashion magazines. A statis- 
tical study revealed that footwear was an editorial orphan. 


This conclusion landed with hard impact on the fashion editors. 
here is their response—from Vogue, Charm, Glamour, Mademoiselle, 
Seventeen, Harper's Bazaar, and New York Times (fashion section). 


Rosalie Marzbanian, Leather And Shoes’ fashon research editor, made 
the original analysis. Now, following the reports of each of these editors, 
she adds her own comment. 


This exclusive and unprecedented report will give the shoe industry a 
completely fresh view of its product in the fashion world. 


And 








SEVENTEEN 


Virginia Mack 
Assistant Fashion Director 


“It is important for a manu- 
facturer to make a definite de- 
cision on what to feature as early 
as possible.” 


Shoes are 

playing an in- 

creasingly im- 

portant part in 

our editorial 

coverage. 

Early in 1951, 

Alice Thomp- 

son, Seven- 

teen’s editor 

and publisher, called for an analysis 
of various categories of fashion mer- 
chandise on a three-way check-up—- 
by reader use, advertising and edi- 
torial coverage. There was certainly 
a serious gap in our book between 
the two factors of reader use and 
advertising, and the third factor, edi- 
torial coverage. Within a year or 
less we will have shortened this gap. 
During the past few years it has 
been our observation that there has 
been an increasing awareness on the 
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NEW YORK TIMES 


Fashion Department 


“Millinery is a more integral 
nals : oo) 
part of fashion than footwear. 


We think you are quite wrong 
about your comment on our publica- 
tion. The fact is that we do give 
space to shoes. Every retail show in 
New York City is covered by a mem- 
ber of our staff, delegated to report 
on accessories for the Fashion De- 
partment. 

We consistently give a credit line 
to the shoes which we call in from 
stores or manufacturers shown in 
our fashion photographs because we 
feel that shoes are a very important 
part of the fashion picture. Unfor- 
tunately, space does not allow us to 
write long captions about them. How- 
ever, they are there for the women 
to see, and we frequently get in- 
quiries regarding them. 

We do not agree with Leather and 
Shoes when it says that shoes are 
not given the recognition received 
by other accessories. As a matter 
of fact, we never show lingerie. Shoes 
are as frequently reported on as jew- 
elry, gloves, bags, ete. We do not 
think that anyone can expect them 


(Continued on Page 83) 
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MADEMOISELLE 


Betsy Talbot Blackwell 
Editor-in-Chief 


“We have rarely found shoe man- © 


ufacturers’ promotional 
practical to our needs.” 


plans 


Vademoiselle 
does not re- 
gard shoes as 
a “stepchild” 

rather, by 
performance, 
we have shown 
consistent 
“shoe con- 
sciousness.” 
Concerning the August 1951 issue of 
Mademoiselle, we devoted three and 
two-thirds pages to shoes. If we are 
to consider the following statement 
from the Sept. 8 issue of Leather and 
Shoes, that “10 pages in all August 
issues (of magazines surveyed) deal 
with shoes,” there are left six and 
one-third pages to be divided between 
the five other magazines mentioned. 
In proportion to Mademoiselle’s edi- 
torial shoe spreads, had the other 
books done as much, there would 
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Why Is 
CONSUMER SHOE SPENDING DECLINING? 


An analysis of causes and what might be done to remedy them 


OR the past five years there has 

been a steady decline in consumer 
spending for shoes. In short, the shoe 
industry has been getting a smaller 
share of the consumer dollar. Look- 
ing at the cold figures in five-year 
periods (but excluding the war 
period) the record shows up as fol- 
lows: 

In the 1930-34 period, 1.99 percent 
of the consumer dollar went for 
shoes. 

In the 1935-39 period, this de= 
clined to 1.86 percent. 
’ In the 1946-50 period, the per- 

centage dropped to 1.71. 

However, the figures of the last 
three years are most impressive. In 
1947, consumers spent 1.82 percent 
of their dollar for shoes. Though 
this is slightly below the “traditional” 
average, it was a fair showing. But 
in the past three years the decline 
has really set in. In 1948, the per- 
centage slumped to 1.67 percent; it 


again fell in 1949 to 1.60 percent; 
and again in 1950 to 1.57 percent. A 
still further drop is expected for 
1951. 


There are some very serious 
symptoms to indicate that this may 
be a trend contradicting the tradi- 
tional pattern of shoe consumption. 
In the 1930-39 decade, the annual 
share of the consumer dollar spent 
for shoes was 1.95 percent, or 
roughly, two cents of every dollar. 
“Shoes have always been a basic or 
staple consumer commodity. Re- 
gardless of economic conditions, the 
American public has bought about 
three pairs of shoes per capita an- 
nually. 

In fact, to demonstrate just how 
“basic” and essential a commodity 
shoes are, in years of reduced in- 
come a greater share of the consumer 
dollar will go for shoes to the ex- 
clusion or reduction of expenditures 
for other goods. For example, in the 





Consumer 
Expenditures 
(Billions) 
$193.6 


Table | 


Consumer Expenditures 


Shoe 
Expenditures 
(Millions) 
$3,039 


Clothing 
12.01% 


Shoes 
1.57% 


deepest depression years, 1930-34, 
expenditures for shoes came to 1.99 
percent of each consumer dollar— 
with 1932, the most severe depression 
year, showing 2.08 percent spent for 
shoes, the highest in the past 20 
years. Thus we can compare the 1.99 
percent for the five-year depression 
period with the 1.71 percent for the 
five-year postwar period (1946-50), 
which represents the most prosperous 
era in American history. In short, 
the higher the over-all consumer ex- 
penditures for all goods, the smaller 
the share received by shoes. 

It might be imagined that this 
same pattern has affected other in- 
dustries. In most cases it hasn’t. For 
example, take clothing, another type 
of “basic” commodity. In the 1930- 
34 period, 8.55 percent of each con- 
sumer dollar went for clothing. But 
in the 1946-50 period this rose to 
10.84 percent. 

While shoe production has _in- 
creased from an annual average of 
491,000,000 pairs in the 1946-50 
period from the 405,000,000 pairs 
annually averaged in the 1935-39 
period, all classifications of shoes 
have not benefited equally. For ex- 
ample, women’s, misses’ and _ chil- 
dren’s shoes have shown appreciable 


43.62 per capita consumption increases. 


9.39 
9.72 
10.49 
10.76 
10.48 
10.40 
9.36 
8.61 
8.41 
8.56 
8.33 
8.06 
8.47 
8.70 
8.60 
7.88 
8.02 
9.17 
9.20 
9.53 
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178.8 
164.8 
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122.8 
111.4 
101.6 
90.8 
82.3 
72.0 
67.4 
64.5 
67.1 


2,863 
2,987 1.67 
3,012 1.82 
2,820 1.91 
2,294 1.86 
2,020 1.81 
1,920 1.88 
1,861 2.05 
1,486 1.80 
1,270 1.76 
1,226 1,82 
1,257 1.95 
1,279 1.90 
62.5 1,145 1.83 
56.2 1,031 1.83 
51.9 1,072 2.06 
46.3 887 1.91 
49.2 1,022 2.08 
61.1 1,207 1,97 
70.8 1,375 1.94 
78.8 1,675 2.14 





Women’s shoes increased nearly a 
half pair per capita consumption in 
the postwar over prewar—from 3.55 
pairs in the 1935-39 period to 3.96 
pairs in the 1946-50 period. Misses’ 
and children’s rose to 4.93 pairs per 
capita as compared with 3.17 pairs 
in the prewar period. 


But in other branches is has been 
another story. Infants’ shoes have 
remained almost static in per capita 
consumption—from 2.31 pairs in the 
prewar period to 2.57 in the post- 
war years. Boys’ and youths’ shoes 
have shown a mild increase—from 
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A 
LEATHER 


SHOE STYLED BY 


For dress wear the Diamond 


Shoe Company considers our 
Normil outstanding. A smooth 
sleek leather of full chrome 
tannage, it has a calf-like 


finish and rich appearance. 


J. GREENEBAUM TANNING COMPANY 


TANNERIES IN CHICAGO AND MILWAUKEE 
Malin Office: 3057 N. Rockwell St., Chicago. Eastern Office: 129 South St., Boston. Cable Address “Greentree” 
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You get THIS 
and AVOID THIS 


WHEN YOU USE 
| Cd yy ] \ iq | 


h \ | 
SW Se 


SOCK LIN! 





HARVARD COATED PRODUCTS CO., INC. 
146 SIXTH STREET | % %* CAMBRIDGE, MASS. 
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SALMON SKIN LEATHER SHOES 


No, not for the world of tomorrow but for the shoes of today 


OR centuries tanners have dreamed 

of tanning fishskins for use in 
shoes. Though fishskin leather has 
been tanned for centuries, its prac- 
ticability for use in footwear has 
been extremely limited and almost 
nil. 

Now, however, perhaps for the 
first time, a fishskin has been devel- 


This article was prepared with the coopera- 
tion of Fleming-Joffe, Ltd., New York, and 
Sea Leathers, Inc., Boston. 


Here is a trio of handsome pullovers made with salmon 
skin leather. Left: a tapered toe tailored tie with smooth 
leather trim, the salmon skin in burnt mocha. 
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oped into a leather which promises 
to give the shoe industry a truly 
new, practical and beautiful leather. 
This is salmon skin leather. 

Salmon skin leather has been used 
to a negligible degree in foreign foot- 
wear. However, poor tannage and 
the resultant inferior leather pre- 
vented it from gaining popularity. 
About seven years ago John E. Metz 
of Sea Leathers, Inc., Boston, suc- 
ceeded in developing a fairly satis- 
factory salmon skin leather—the first 


Center: in spice. 
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developed in the U. S._ Recently, 
Fleming-Joffe, Ltd., New York, also 
developed a _ successful tannage. 
These are the only two tanners in 
the U. S. now producing salmon 
skin leather on a commercial scale. 
About two years ago, before the 
tannage of salmon skin was perfected, 7 
Delman made some shoes with this” 
leather. However, at that time the 
leather hadn’t yet reached a com-7 
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a sandal pattern with the salmon skin in gold. Right: 
a classic pump with patent leather trim, the salmon skin 








CELASTIC* gives Postman 
FIRST CLASS Comfort! 


(Toe Linings stay Tight and Unwrinkled after 
Two Years Wear—in All Kinds of Weather) 


Like policemen, salesmen and others who must earn a living 
on their feet, the postman appreciates maximum comfort in his 
shoes. With Celastic he gets this comfort in the toe area, be- _—“Here’s an unretouched “cutaway” photo of a shoe worn 


by Mr. Claude L. Voorhies, a postman of Nashville, 


cause linings are smooth and the box toe holds its shape for Tenn. Mr. Voorhies states: “I wore these shoes for two 
years on my mail route, covered eight miles a day and at 


the wear-life of the shoe. aa toe discomfort due to loose and wrinkled 
toe linings”. 
The sure union of lining, box toe and doubler produces 
tight wrinkle-free toe linings, and brings a measure of quality 
to your footwear that will be reflected in loyalty to your brand 
name. 


Build Celastic into your shoes — it pays. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
*Celastic is a registered trademark of the Celastic Corp. 
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PLATFORMS 


LYNFLEX 


INNERSOLES 


oO 
Your Guide 
TO ECONOMY 
AND BETTER : 


When retailers are demanding better quality and 
inconsistently insisting on a lower price for it—then 
is the time to turn to Lynn Innersole, manufacturer 
and distributor of one of the largest diversified lines 
of Platforms, Wedges, and Innersoling in America! 


Every year, more and more shoe manufacturers 
learn that Lynn Innersole keeps ahead of the field 
with its experiments on new materials — from the 
best of which it manufactures platforms, wedges, 
innersoles, and other shoe parts that are technically 
right, always dependable, and lowest in price. Eight 

lants in this country and Canada deliver what is 
ught when it is needed. 


Lynn cork platforms — uniform in density and 
gage — hold a clean-cut edge, and stitch or cement 
equally well. For the best in innersoling use 
"“Lynfiex" Saturated Innersoles—the utmost in flexi- 
bility. For lower-priced shoes, use our “Lynco" 
innersoles. And for non-breaking wedges, use ours, 
made of waterproof fibre, which can be nailed, 
stitched, or cemented, speeding output. 


LYNN INNERSOLE CO. 


119 BRAINTREE ST. 
ALLSTON, MASS. 
REPRESENTATIVES: Cinn., Ohio—Ernie Furstenau; Los Angeles—Leo Laskey; St. Louis—Eli "Pete" 
Schwartz; New York—Arthur V. Epstein; Pennsylvania—Tom Carfagno; New England—Elmer Claff, 


Frank Deastlov, Hy Feldman, Lou Ravich, Phil Sneider, Dave Harrison; Milwaukee and Chicago— 
Phil J. Ott, Jim Ott. 


Platforms / Wedges / Innersoles 





THE 19th CENTURY Is HERE AGAIN! 


Pictured in the center is the “new” shoe created by Perugia especially for 
Dior, who used this pattern throughout his entire collection in the recent Paris 
openings of women’s clothing fashions. 

It is surrounded by sketches of authentic shoes of the 19th century—shoes 
belonging to various celebrities and society belles of the day. The comparison 
speaks for itself. 

Called “Beau a la Mode,” Perugia’s shoe is made of soft satin with a flat, 
wide satin bow. It is built over a special last made by Perugia to fit either left or 
right foot, another 19th century (and earlier) feature. I. Miller is now making 
this shoe on the original lasts and has adapted the design for regular lasting as 
well. This company'says the pert, feminine bow on a shoe of very soft construction 
has proved to be very flattering. 

Not every foot can wear this shoe, just as not every foot can wear every last. 
Perugia remarks that stockings and hose are not made to fit each foot, and since 
the shoe is constructed in such a soft fashion, the same idea would apply. 


Reason for the radical construction has been explained by Perugia this way: 


Dior wished to" change the entire body silhouette in his recent collection 
to a flatter-front appearance. To achieve this, his models would not be able to 
wear high heels. Most of the medium heels were, to his way of thinking, rather 
“old” looking, and the shoe designs themselves were too similar to oxfords and 
walking shoes. Perugia changed the heel by making it almost level across the 
top of the seat (obvious when this shoe is compared to a regular shoe). 


New "Straight" Lasts 


In order that the shank of the shoe take such a level-topped heel, it was 
necessary to raise the pitch of the arch. This, too, is apparent when looking at 
the shoe. When the arch is thus raised, any right-and-left shoe will prove 
extremely uncomfortable to the wearer. Therefore, Perugia made new lasts which 
were straight through the ball of the foot, and which he thinks should be com- 
fortable. 

The first set of “right and left’ lasts was made in Philadelphia in 1822 and 
was brought by Daniel Silsbee to Lynn, Mass. Shoes made on straight lasts were 
generally worn up to the Civil War. About 1865, practically all shoemakers 
decided that feet were rights and lefts, and not straight, and made right and left 
shoes which were not interchangeable. 

In the center of the opposite page is Perugia’s “Beau a la Mode” shoe, created 
for Dior and now sponsored by I. Miller. The four surrounding shoes are authentic 
19th century models tracked down by Leather And Shoes’ fashion research editor. 
All, like Perugia’s copy, were worn on either the right or left foot (see sole pattern 
at top center). Note at the bottom of the page the “modernized” version of Perugia’s 
heel as compared with the originals. The four 19th century models are as follows: 

Upper Left: of English make, but owned and worn by the French Duchess de 
Beaupremont. In bright blue silk with large rosette. 

Lower Left: Made by Meier of Paris for a member of the Rothschild family 
at the time of Queen Victoria's first Jubilee, 1887. In pale blue silk and worn with 
matching gown. 

Upper Right: This shoe, with Louis heel, is embroidered with the royal crown 
and initials V. R. (Victoria Regina), with motto, "God Save The Queen.” It was 
designed in honor of Her Majesty's first Jubilee, 1887. Ten years later the shoe 
appeared with the Crown, date and wording,"Sixty Years Celebration.” 

Lower Right: This shoe was introduced and worn by one of the leading stars 
of the eee theatre in the 1880's. Note the ornate embroidery and the small 
satin bow. 
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IF you ride a horse, drive a car, sail 

a boat, fly a plane, or walk, you 
encounter hazards. This doesn’t keep 
you hermitized, away from civiliza- 
tion. If you own a newsstand, a cigar 
store, a stationery shop, a specialty 
store or an emporium, you encounter 
certain hazards. You can’t have 
everything with built-in safety valves. | 
So goes life, so goes business. 

That colors are the greatest risk a 
shoe merchant has is indeed debat- 
able. Stacked against turnover, re- 
sources, sizes, traffic, disposable con- 
sumer income, it loses stature. Let 
us not just minimize it but rather, 
find its niche. ; 

To say that 33 colors appear on 


Card is a statement that needs clari- 
fication. Admiral Blue and Malacca 
Brown are staples of a basic stock 
nature. Turftan is a perennial trim. 
Irish Green has the quality of being 
a basic in lighter leathers as Green 
Pepper: is in heavier. The same 
analogy can be drawn _ between 
Basque and Cherry Red. Therefore, 
actual additions to this year’s card 
fall in three classifications: promo- 
tional suedes, light leathers and 
heavies. 

Looking back on the Resort, 


pring and Summer season of the 





st two years, these facts stand out: 

hite shoes have accounted for 

egligible sales in late Spring and 
ummer. Colored shoes have sold in 
asuals, flats and dress types. What 
is left on the retailers’ shelves is not 
colored footwear! It is, rather, an 
overabundance of staples. 

Is color the risk it’s talked of 
being? Or is color a springboard to 
a new season, a way of merchandis- 
ing today, a sales stimulus, an extra 
pair to a large percentage of cus- 
tomers? The shoe business is a 
fashion business, not one of the 
“heavy goods” industries that depend 
on “wearout” for replacement. 

The function of a basic industry 
is to produce those materials which 
will prove practical, serviceable and 
inspirational whether it be steel alloys 
or leather. But proponents of the 


36 


the current Women’s Shoe Color_ 


Cotors SELL SHOES 


Consumers complain: not enough color 


By Helene O'Hara 


Fashion Coordinator 
Kid Leather Guild 


nil ail 


In the August II issue of Leather 
and Shoes appeared an editorial, 
"Color Blinded," and an article, 
“Too Many Colors?” by Polly 
Drew of Beggs & Cobb. Both of 
these expressed opposition to the 
abundance of new leather colors— 
33 for women and 23 for men— 
introduced for Spring, 1952. The 
editorial and the article stated 
that such an abundance of colors 
tended to confuse consumers, re- 
tarded rather than aided shoe 
sales; and also that a great array 
of colors was costly to the tanner, 


..shoe manufacturer and retailer 


alike. The appeal was made for 
fewer colors. 

Helene O'Hara, noted fashion 
coordinator for the Kid Leather 
Guild, has taken issue with the 
article and the editorial. In this 
short article she presents crisp, 
provocative reasons favoring a 
wide variety of leather colors for 
shoes. 


——— J, =.1§ ———_ 


“basic color idea” only would shelve 
the inspirational in favor of re- 
introducing year in and year out the 
same hackneyed colors with a few 
hand-picked colors for all leathers. 
Hand-picked with whom in mind? 
For color in a measure is sectional. 
The hues for resort towns are not 
always the best sellers in big cities. 
And just as sharply defined are the 
differences in choices for suburban 
and urban life. 

So, it appears that a variety is 
necessary. There are color combina- 
tions (2, 3, 4, 5) in low, medium 
and high heel categories. There are 
dancing shoes. It could well be that 
black pumps go on the dance floor, 
to first theatre nights (and these are 
not confined to metropolises), proms, 
country club dances because mer- 
chants have too few colors available! 
And in the same breath they have 
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sold a pair of shoes where two were 
needed. 

It is obvious that no basic industry 
underwrites its colors. If the neces- 
sary research has been done, the 
manufacturer-retailer-consumer con- 
tact been constant, then the tanners 
can act, not as an insurance agency, 
but as producers of a well-rounded- 
out leather program to be culled by 
manufacturers and retailers as befits 
shoe types, locale and price level. 

Is the retailer confused? He’s a 
businessman. He can buy any num- 
ber of hundreds of shoe brands. He 
can carry a size range to nine or 
thirteen. He can have one sales- 
person or a hundred. What makes 
colors less workable? 

These facts are at a merchant’s fin- 
gertips: His customers—young, old, 
assorted; his town—hot, cold, rainy, 
damp; local industries—blue-jeaned 
factory workers or suit-clad career- 
ists; local social events—square 
dances, sports center, country club. 
Can a committee sitting in a color 
meeting ten months in advance of a 
season, hand-pick two or three colors 
for each and every merchant from’ 
Allen to Zenda, from Tacoma to 
Tallahassee? How much more practi-* 
cal to give him a working chart so 
that he can select for himself (with 
aid from tanner, manufacturer and 
fashion resources) one or several 
colors for his own promotion or 
around which he can build his entire 
seasonal program. 

The pre-digesting of color material 
into a capsule for consumer and re- 
tailer is simply stating that this is 
all there is, the tanners and mer- 
chants won’t give you any more. To 
picture the consumer as a confused 
little woman bustling from store to 
store worrying about the number of 
reds, blues and oranges she sees, is 
a pretty ridiculous sketch. Those who 
spend much time on retail selling 
floors in volume and fashion stores 
know that the consumer complaint is 
too little fashion in too little color. 
If she can’t find what she wants in 
leather she may find it in a poor 
substitute. 
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Leading designers and manufacturers 
choose Surpass for its uniformity and 
dependability. The same beauty and 
durability found in Surpass Glazed Kid, 
Kid Linings, Suede Kid, Capre Kid, 
Black and Colored Kid, Genuine 
Kangaroo and Garment Goat meets 
their exacting requirements. A careful 
selection of skins and the thorough 
knowledge and experience of Surpass 
Craftsmen make Surpass the leather 
you can rely on. 
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SURPASS 


LEATHER CO. 


9TH & WESTMORELAND ST. 
PHILADELPHIA 40, PA. 








Shoe manufacturers diyided in reaction to 
recent strengthening of hide market. Many who 
reduced prices a while back are disturbed by rising leather 
prices, talk of re-raising shoe prices. These do not put 
much faith in expectation hide and leather market will soon 
decline. Others say they will do all possible to hold present 
price line but may have to cut quality if leather prices hold. 
A very few have already restored earlier price cuts. 


This was general tenor|of Advance Boston 
Showing held past week. Price factor forced many 


jobbers and chains to play “close to~the™vest,” order only 
for immediate needs on staple lines. Few really expect shoe 
prices to drop appreciably for spring yet trend is still ex- 


tremely cautious. “Buy what you need for immediate de- 
livery but don’t take chances” emerged as show motto. 


As expected, men’s staples, including work 
shoes, boys’ and children’s lines, women’s flatties 
and casuals drew best interest. Women’s novelties 
a dead duck at this time. Show exhibitors found regular 
customers willing to do some business, but feeling was that 
most buying would be done at Shoe Fair in Chicago later 
this month and Popular Price Show in New York late in 
Nov. 


Greatest value of show to most exhibitors 
was in getting together with customers, selecting samples 
for Spring shoes. Manufacturer had heart-to-heart talk with 
buyers, found styles that interested him, discarded others. 
} Thus manufacturer can order patterns, dies, go ahead with 
production plans with reasonable certainty he is on the right 
track. Sales will take care of themselves at Chicago and 
New York. 


Looks like sure bet OPS will not lower hide 
and skin ceilings at this time. Meeting in Washing- 
ton on Monday, Oct. 15, proved this. Packers and hide men 
succeeded in convincing OPS that reductions would be out 
of order today. For one thing, most prices have returned 
close to ceilings. Market shows no real sign of weakness 
as yet although veteran trade observers feel decline must 
come. 


Fact is hide and skin trade has operated 
fairly well under CPR 2 since controls were set 
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in motion. Reason for calling meeting at present still 
not clear. Hide men had requested meeting several weeks 
back when talk of lowering ceilings was rife. This and 
ot er factors may have led slow moving OPS to call meeting, 
talk over ceilings, broker commissions, etc. Significant an- 


-nourcement after meeting reported “no comments or sug- 


gestions for changes, in addition to those discussed at last 
meeting” were discussed. Obvious conclusion is that status 
quo will remain for time being. 
e e 

Once Congress makes up its mind on Cape- 
hart and Maybank Amendments, many manufacturers 
may be in for sour surprise. OPS hard at work on new 
ceiling regulations, will try to keep prices close to current 
levels. This means ceilings will be lower, in many Cases, 
than present, manufacturers will find it difficult to get price 
increases if situation warrants. Actually, many ceilings will 
be rolled back in this manner. 


Now that OPS has had time to digest new 
pricing laws, emphasis will be on single industry 
tailored orders or even order for single lines. 
Boiled down, new law provides prices can be rolled back 
to pre-Korea levels plus various cost increases through 
July 26, 1951. This will allow freezing on many lines at 
below ceiling prices they are now selling. Even though 
Defense Production Act allows businessmen to ask for relief, 
they will have difficult time in proving need for higher 
prices. 

e e 

Miscellany: Aug. employment in leather and 
shoe manufacturing industry gained 11,000 over July. 
Worker total rose to 384,000. This was 13,000 over 371,000 
employed in June but still 25,000 below 409,000 at work 
in Aug. 1950. Trend, however, is definitely on upgrade 
and should improve in coming months. . . . Tighter copper 
and aluminum supply situation has led NPA to amend 
order M-47A “to retain indefinitely” prohibited use of these 
metals for decorating or ornamenting consumer durable 
goods and related products. Included in prohibited list are 
luggage, handbags, purses, and other small leather goods . . . 
Publicly reported cash dividends of leather and textile in- 
dustries during Aug. reported at $7,700,000, or drop of about 
$100,000 from Aug. 1950. However, payments for first 
eight months 1951 were $109,400,000 compared to only 
$94,800,000 in the same 1950 period. 
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NO CHANGE SEEN IN HIDE CEILINGS 





OPS WILL NOT 
LOWER PRESENT LIDS 


Rules Price Revision Now 
*‘Inadvisable”’ 


Members of the hide and skin in- 
dustry were able to breathe easier this 
week. The much anticipated meet- 
ing on Oct. 15 in Washington be- 
tween Office of Price Stabilization 
officials and members of the Bovine 
Hides Industry Advisory Committee 
resulted in a decision to retain exist- 
ing hide and skin price ceilings. 

The meeting, called early last week 
by OPS, has led to much speculation, 
throughout the industry. Packers and 
hide men as a group were opposed 
to any downward revision of ceilings 
but many tanners and shoe manufac- 
turers had been hopeful that the 
government would see fit to lower 
ceilings. 

OPS had been considering the 
question for several weeks beford 
Jsetting a meeting date. Weakening 
of the hide and skin and conse- 
quently the leather market led gov- 
ernment officials to feel that lowered 
ceilings would bring the industry back 
to more realistic grounds. However, 
the recent strengthening of hide 
prices and their return to near ceil- 
ing levels had put a different light 
on the matter. 

Most industry observers had al- 
ready discarded the idea when OPS 
made its surprise announcement of 
the meeting. Few believed the govern- 
ment would take any direct action in 
lowering maximum hide prices in a 
bullish market. 

The result was as expected. OPS 
would not release full details of what 
transpired at the meeting but it did 
say that any downward revision 
would be “inadvisable” at this time. 

As an OPS spokesman put it, hide 
industry members said lower ceil- 
ings would result in “disadvantages 
to the supplier as well as to the 
processor of hides and skins.” Com- 
mittee members were emphatic in 
stating that the hide industry has 
operated “satisfactorily” under 
CPR/2 since its inception March 15, 
1951. 

They said, however, stated an OPS 
release, that there may be misunder- 
standings within the industry as to 
the method of computing maximum 
commissions for brokers. OPS ex- 
plained that under the regulations, 
maximum commissions for receiving 
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brokers may not exceed two percent 
of the ceiling price as fixed in the 
regulation. 

The announcement concluded with 
the note that “no comments or sug- 
gestions for changes, in addition to 
those discussed. at the last meeting, 
were made.” 

Significantly, a few days before 
the meeting, the Bureau of Labor 
Statistics made its periodic report 
on the wholesale commodity price 
index. Using 1926 as equal to 100, 
the report showed that prices of hides 
and skins had plummeted from an 
index of 293.8 in May to 284.3 in 
June and down to 250.7 in July. 
Presumably the Aug. index was still 
lower. 

Leather was shown in the index 
at 228.2 for May, 227.5 for June and 
down to 216.8 for July. 

The bureau also made a separate 
release in which it commented that 
hides had declined some 2.9 percent 
in price for the week ending Oct. 9. 

Accompanying the wholesale price 


~ ~index chart for July, was the custom- 


ary comment of the bureau. This said 
that the index for the hides and 
leather products group fell “almost 
four percent over the month,” and 
that this marked the fifth consecutive 
month in which prices have steadily 
fallen for this group. 

The bureau’s explanation of the 
price decline for hides and leather 
products is one that will interest the 
trade, stating clearly as it does the 
history of the situation: 

“Following the outbreak of hostili- 
ties in Korea, there was a scramble 
for supplies and a building-up of 
inventories in anticipation of a high 
military demand and a_ sustained 
civilian consumption. Tanners built 
up inventories of hides, manufac- 
turers accumulated stocks of leathers, 
and retailers bought in anticipation 
of shortages. 

“The military demand was lower 
than expected and the civilian con- 
sumer expressed his resistance to the 
attained level of high prices by re- 
stricting his purchase of shoes. 

“By July, the bottom had fallen 
out of the hide and skin market. 
Prices dropped 11 percent. Leather 
prices dropped almost five percent 
and shoes, which lag behind, dropped 
about one-and-a-half percent. Cautious 
buying marked all segments of this 
group. Generally, prices for hides, 
skins and leather were considerably 
below ceiling.” 
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KNAPP BROS. LEASES 
NEW MAINE PLANT 


To Expand Output Of Mail 
Order Shoes 


Knapp Bros. Shoe Mfg. Corp., of 
Brockton, Mass., world’s largest mail 
order shoe firm, has leased a factory 
in Auburn, Me., as part of its con- 
tinuing expansion plan. 


The 14,000 sq. ft. building will be 
used in conjunction with the firm’s 
plant at Lewiston, Me., according to 
Kenneth L. Gray in charge of the 
firm’s Barker division at Lewiston. 
Stitching and cutting departments 
will be moved to the Auburn factory 
while the Lewiston plant will be kept 
as a finishing department for men’s 
shoes. 

Present plans call for the employ- 
ment of 180 workers at Auburn, 
bringing Barker Division employ- 
ment roster to 420. Production is 


scheduled to begin as soon as possi- 
ble after Knapp takes over the Au- 
burn plant sometime in November. 


Manufacturing space will include 
the entire third floor of the Cum- 
mings, Inc., building on Spring St., 
and additional space on the fourth 
and fifth floors. The company has 
been looking for additional space in 
both Lewiston and Auburn for more 
than a year. 


Knapp has expanded its facilities 
to Maine within the past few years 
and recently W. L. Douglas Shoe 
Co.’s former administration building 
and other property in Montello, 
Mass. The company also operates the 
former M. A. Packard Shoe Co. in 
Brockton. 


Marshall Field's Stizer 
Speaks At Shoe Fair 


Lawrence B. Stizer, divisional vice 
president and director of public re- 
lations of Marshall Field and Co., 
Chicago, will be featured speaker at 
the opening luncheon meeting of the 
National Shoe Fair. The luncheon 
will be held at 12:00 noon, Monday, 
Oct. 29, at the Grand Ballroom of 
the Palmer House. 

Tickets may be purchased in ad- 
vance at the National Shoe Fair office 
in the Palmer House or during the 
Fair at registration desks in all four 
exhibiting hotels. 
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BUYERS CAUTIOUS AT 
BOSTON SHOE SHOW 


Interest In Spring Styles 
Reported High | 


A total of 223 shoe manufacturers 
and allied industry suppliers exhibit- 
ing their wares at the Advance Spring 
Showing held this week in Boston’s 
Statler and Touraine Hotels plus ad- 
ditional showrooms in the Lincoln- 
Essex St. area found buyers ex- 
tremely cautious about committing 
themselves. 

Bulk of buying activity was evi- 
dent in men’s lines, particularly 
workshoes, boys’ and_ children’s 
shoes, and women’s casual and flatty 
types. Women’s novelty shoes, how- 
ever, were almost entirely neglected. 

Buyers consisted mainly of job- 
bers and chain store representatives 
from the East although there was a 
sprinkling from the South. Very few 
Western buyers showed up. 

Sales, for the most part, were for 
immediate delivery with emphasis on 
the next 30-60 days. Most buyers 
were more interested in sampling 
various lines, talking over industry 
prospects with their regular sup- 
pliers. Those who did buy showed 
considerable price resistance but 
manufacturers, plagued by a firm 
leather market, quoted nothing but 
firm prices. 

Exhibitors were agreed, however, 
that the showing did serve a valuable 
purpose in allowing them to get 
squared away with customers, select 
samples among their Spring shoes 
that would be most wanted. Also, 
manufacturers could begin to order 
patterns and dies they would soon 
need, discard lines that met with no 
interest, and gain a head start of 
production plans. 

On the encouraging side was the 
report that jobber inventories were 
thinning noticeably and must soon 
be refilled on staples. Consensus was 
that sales would pick up noticeably 
during or immediately after the Na- 
tional Shoe Fair and receive further 
impetus at the Popular Price Show. 
For the most part, basic lines were 


Other large makers of women’s 
flatties and casuals, children’s shoes 
and men’s workshoes reported a 
steady business. 

Dominating the show was the feel- 
ing that business must soon take a 
turn for the better. Shoemen were 
convinced that the retail market was 
growing hungrier for shoes and the 
demand would keep them busy later 
this winter and in early spring. 


INTERNATIONAL SHOE 
GRANTS 6c INCREASES 


Pay increases of six cents per hour 
to production workers employed in 13 
shoe manufacturing plants located in 
Arkansas and Missouri were an- 
nounced this week by International 
Shoe Co. of St. Louis. Workers in 
the plants are unonganized. 

The increases are retroactive to 
Oct. 1, according to James Lee John- 
son, vice president and director of 
industrial relations for International. 
Workers’ hourly wages now range 
from an average of $1 to $2.50 per 
hour, Johnson added. Negotiations 
had been underway for the past 
several weeks. 


SHOE CHAIN SALES UP 


DEPARTMENT STORE 
SALES UP IN 8 MONTHS 


August Figures Fall Below 
Last Year 


Dollar sales of all types of shoes 
sold in department stores continue 
to show gains over 1950, according 
to latest figures for Aug. released 
by the Federal Reserve Board. 

Women’s shoes sold in 225 lead- 
ing stores fell seven percent during 
Aug. from a year ago but were up 
five percent for the first eight months 
of 1951. 

Men’s and boys’ shoes and slippers 
in 193 department stores fell four 
percent below Aug. of last year but 
showed a gain of nine percent for 
the eight-month period. 

Children’s shoes in 212 department 
stores gained nine percent during 
Aug. over a year ago and six percent 
in sales for the first eight months of 
the year. 

Sales of all types of shoes in 116 
basement stores were up three peré 
cent for Aug. and nine percent for 
the eight months. 


aie seomevnnggmetad 


7.6% FOR NINE MONTHS 


Dollar sales of five leading shoe 
chains during Sept. showed an in- 
crease of 5.9 percent over the same 
month last year, according to latest 
reports. All five chains reported 
gains for the month ranging from 0.8 
percent for Melville Shoe Corp. to a 
high of 14.4 percent for Shoe Corp. 
of America. 

Sales of Edison Bros. Shoe Corp. 
were up 2.3 percent for the month, 
while G. R. Kinney and Miles Shoe 
Corp. reported increases of 8.8 per- 
cent and 13.8 percent, respectively. 

For the first nine months of 1951, 
sales of all five chains averaged 7.6 
percent higher than the comparable 
1950 period. 

Figures for the nine-month period 
ranged from a decline of 0.2 percent 
for Melville Shoe Corp. to an in- 


crease of 16.9 percent reported b 
Shoe Corp. of America. Edison Bro 
was up 4.8 percent for the perio 
Miles Shoe Corp. rose 13.8 percent 
and Kinney increased sales 14 pers 
cent. 

The Tanners’ Council report 
that the increase was largely due t 
higher price levels of this year bu 
added that pairage sales probabl 
approximated last year’s since the 
price gap has been narrowed recently, 

Latest factory value figures for 
July on civilian shoes is estimated at” 
$3.73 per pair or seven percent above 
a year ago when it was $3.48 with a” 
few military shoes included. Factory 
value for military and civilian shoes 
combined during July 1951 was $4.18 
per pair. Following are comparative 
chain sales figures: 





getting all the play now. 

Some firms found the show a good 
sales pusher. Dan R. Wax of Ameri- 
can Maid Footwear, Easthampton, 
Mass., reported a good demand that 
will keep the company busy for the 
next two months. The company 
specializes in women’s California 
process and cement casuals in the 
$3-$5 class. Sales were mostly to 
regular customers, including chains. 


SHOE CHAIN SALES FIGURES 


September % 9 Months 
(000 $) 1951 1950 Change 1951 1950 
Melville .. $7,559 $7,502 + 0.8% $50,758 $50,873 
Edison 7,145 6,983 +. 2:3 55,874 53,320 
Shoe Corp .... 4,445 3,885 +14.4 37,932 32,452 
Kinney 3,746 3,444 + 8.8 27,366 24,020 
2,721 +13.8 19,002 16,700 


+ 5.9 











Total ........ 
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25,993 24,535 190,932 177,365 
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OPS ROUNDS CEILING 
PRICES ON MACHINERY 


Restores Standard Pricing 
Practice 


The Office of Price Stabilization 
has amended CPR 30, the machinery 
ceiling price regulation, to permit 
manufacturers to round ceiling prices 
in a manner more nearly in line 
with standard industry pricing prac- 
tice. 

The amendment does away with a 
limitation against rounding prices to 
the nearest cent or fraction of a cent 
where this resulted in a ceiling price 
increase of more than one percent. 
The change also permits the round- 
ing of ceiling prices to the nearest 
nickel on price list items from which 
a manufacturer customarily sells at 
established discounts. 


Even Application 


e ae 
Pte In either case, however, the round- 
a ing of prices must be applied for all 
commodities on the same basis and 


eae y 
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The amendment is not expected to 


} 
RONCI BUCKLE! result in any appreciable price in- 
wi creases, OPS spokesmen said, since 





























both upward and downward round- 
ing of prices would remain in ap- 
proximate balance. 

One gross or five thousand, you will always find Manufacturers will also gain in be- 
the first buckle as perfect as the last! That's because ing freed of a clerical burden, since 


RONCI BUCKLES are precision-made! it was customary in the industry to 
round all prices prior to the estab- 


Although RO i ' fi lishment of price controls. The 
"9 NCI is the world's largest arene action is covered by Amendment 18 


facturer of buckles, the production methods are to CPR 30 and is effective Oct. 15. 
most exacting. Perfect dies, accurate plating and 
skilled workmanship assure you of uniform RONCI Chicago Leather Group 
BUCKLES always! Sets Annual Banquet 
The Hide and Leather Association 
of Chicago has announced it will 


hold its annual Banquet and Stag on 
the evening of Oct. 25 in the Michi- 


be TL [ n/ ( h gan Room of the Edgewater Beach 
es Se Hotel. The meeting will be held in 

e CENTREDALE. RHODE ISLAND conjunction with Fall meetings of the 
National Hide Association and the 


Tanners’ Council of America, also 
scheduled for Chicago. 


Remember—you can't buy better On the docket is the usual excel- 
than the best . . . so make it your lent dinner and star-studded floor 
business to contact RONCI first! show expected to attract a good turn- 
out of packers, tanners, shoe manu- 
facturers, brokers and allied industry 
executives. Tickets will be available 
at the Edgewater Beach Hotel at $10 


per person. 
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A LOT OF NEXT SPRING IS 
GOING THROUGH OUR PLANT NOW 


Many new fabrics and new ideas 
for Spring have been backed 
already — satisfactorily and con- 
fidentially — by ABC. 


Whether it’s a five yard sample or 
a fifty-thousand-yard run, your 
ideas and your production sched- 
ules are safe in our hands. Both 
have the full benefit of our 
unmatched experience, resources 
and skill. That big, free plus is 
more valuable than it sounds. 


There’s nothing better than 
ABC BACKING! 








SAS BAERS MEAT FA 


ACMETEX* 
The best lining stock 
for quarters, socks and vamps. 
PERFRITE* 
The original, non-fraying woven material 
for reinforcing perforated and cut-out shoes.. 


The new synthetic backing cloth HADLEY & MULLANPHY STS. 
that can be stocked sofely — ST. LOUIS 6. MO. 
for use head. — e 


*Reg. 
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International Shoe Wins 
Another Oscar 

For the second year in succession, 
International Shoe Co.’s annual re- 
port has been selected as best in its 
classification in final ratings by 
Financial World’s Survey of Annual 
Reports. The bronze “Oscar of In- 
dustry” trophy will be presented to 
Edgar E. Rand, company president, 
at the annual awards banquet at 
Hotel Statler, New York, October 29. 

The St. Louis firm’s report this 
year was selected from a group repre- 
senting the shoe manufacturing and 
store industry. Last year, its report 
topped all others in a classification 
for the shoe manufacturing and 
leather industry. 

A total of 5,000 annual reports 
were considered this year in the in- 
ternational competition, the eleventh 
in the series of surveys, and these 
were judged in 100 industrial classi- 
fications for the “Best-of-Industry” 
Examining first production run of the new Sidestitched Dryseal welting, awards. In the shoe manufacturing 
Wright-Batchelder’s latest addition to its Dryseal line of thermoplastic welting, _and store industry General Shoe Cor- 
e (left to right) Walter E. Arnold, president of John Foote Shoe Co., Brock- poration was runner-up for top 
n; Bob Blackler of Wright-Batchelder Corp., and Charles F, Batchelder, Jr., honors, while Melville Shoe Corp. 
resident of the firm. The Sidestitched welting, to be shown at the National __ placed third. ies 
hoe Fair in Chicago for the first time, offers new styling advantages to popular Weston Smith, executive vice presi- 
rice men’s shoe lines. The Crepetone color used has been made especially to _ dent and originator of the annual re- 
atch the Cush-N-Crepe sole of Avon Sole Co. and is now available in all port surveys, will present the “Oscar 
'yles of Dryseal welting. of Industry” trophies. 


TWIN FAVORITES 


ALLIGATOR LIZARDS 
and 
COBRA SNAKESKINS 

















because each combines a high, gleaming polish 


with a much-talked-about textured surface. 


Wonderful spring colors, too... 


Pussywillow China Blue French Tan 


flemin - of fe, 
REPTILE LEATHERS 


10 JACOB STREET 
NEW YORK 7, N.Y. 


WOkrtn 4-1680 
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Superb style-magic iS 
achieved in shoes created in Kid Leather! 
akcolalm of-Mol ce] ol:to ME iUla a:toMelalo Ml ol (-Yoli-To Mohs 
no other leather can. Its rich lustre is long- 
lasting. Gentle strength combines with 


feather-lightness, supple softness, and 





Watastolidatelol(- Mam ola-Xolialiale Mame Ulollii[- rato p 





there’s a wonderful bonus of comfort 


for its wearers! 


The lightest, smartest, most wearable 


and most saleable shoes are crafted in 


; Ning Nid 


Black Glazed + Black Satin 
Colored Kid » Garment Leather 


a William \M ) hk Company 


PHILADELPHIA, PA. © ESTABLISHED 1832 
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AUGUST SHOE OUTPUT 
FALLS 14% FROM ‘50 
Production Percent change 


, F Production of shoes and slippers 
etree —" coment ae in Aug. totaled 42 million pairs, 32 
August = July August July August percent above the 32 million pairs 
1951 1951 1930 — = produced in July 1951 but approxi- 
Shoes and Slippers, total ........ 41,958 | 31,757 48,770 7 ah mately 14 percent below the 49 mil- 
—“_ et rere err’ Miers si be sea lion pairs turned out in Aug. 1950, 
1132 1,777 +30 —17 the Census Bureau reported this 
14,689 22,300 5 e6 — week. 

see aes te —14 Gains over July 1951 figures were 
1,202 1,807 +26 —16 indicated in every shoe category 
725 1,154 eed ee during Aug. but decreases below 
3 aoe Ps 7; pat Aug. 1950 totals were also general. 
257 "392 +28 —16 These decreases ranged all the way 
from only four percent for men’s 
shoes (bolstered by military orders) 
to 44 percent for athletic shoe pro- 

duction. 


SHOE PRODUCTION ANALYZED 











Women’s shoes, sandals and play- 
shoes reached a total of 19 million 
pairs in Aug., a gain of 31 percent 
over July output of 14.7 million pairs 
but 14 percent under Aug. 1950 out- 
put of 22 million pairs. 

Men’s shoe production in Aug. was 
nine million pairs, 32 percent above 
the July output of approximately 
seven million pairs but four percent 
less than the 9.5 million pairs turned 
out last Aug. 


Similarly, youths’ and boys’ out- 
put was up 30 percent above July 
but 17 percent below August a year 
ago; misses’ shoes were 33 percent 
above July but 19 percent under last 
Aug.; children’s were up 31 percent 
above July but 4 percent below Aug.; 
infants’ up 26 percent but off 16 per- 
cent; and babies’ up 30 percent but 
18 percent below the comparable 
1950 period. 


Output of slippers for housewear 
in Aug. totaled 4.8 million pairs, 40 
percent more than in July but 23 per- 
cent under the Aug. 1950 output of 
six million pairs. 

Shipments for Aug. amounted to 
45 million pairs valued at $190 mil- 
lion, an average value of $4.20 per 
pair shipped. In July, the average 
value was $4.18 and in Aug. 1950 it 
was $3.57. Following are compara- 
tive production figures: 





Dittmer To Head Council's 
Traffic Committee 


A. J. Dittmer of Gutmann & Co., 

Inc., Chicago tanner, has been named 

chairman of the Tanners’ Council 

Traffic Committee. He succeeds John 

Orr, who has held the Or for 

several years. Dittmer has had many 

sn years a experience in traffic matters. 


Ci a 
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A.C.Lawrence Aids Leather 
Course 


Something new in educational co- 
operation between college and indus- 
try will be inaugurated Wed., Oct. 
17, when a series of lectures and 
demonstrations in leather processing 
chemistry begins at A. C. Lawrence 
Leather Co. in Peabody. 


The program is an extension of the 
industrial education service of Lowell 
Institute’s Leather Engineering De- 
partment. 


Presenting the 35-week course 
will be a group of professors from 
the faculty of the Institute, including 
Dr. Albert E. Chouinard, head of the 
Department of Leather Engineering 
and director of the College-Industry 
Cooperative Program, and Profes- 
sors William G. Chace, Charles L. 
Daley and Ernest P. James of the 
Department of Chemistry. 


Participants will be 25 supervisors 
of the Lawrence firm who will attend 
the two-hour weekly sessions on a 
voluntary basis. 

The course will cover specific areas 
in organic, inorganic, qualitative, 
and quantitative chemistry and will 
supplement the practical knowledge 
of those in attendance with chemical 
theory as applied to the initial proc- 
essing, tanning and finishing of 
leather and leather by-products. 

In the ten lectures devoted to gen- 
eral chemistry, topics such as matter, 
atoms, molecules, reactions, solutions 
and chemical equilibrium will be 
studied. Five lectures on qualitative 
analysis will deal with groupings of 
metals and chemicals, precipitation, 
solubility, the law of mass action, and 
the law of definite proportions. 

In the organic chemistry phase, 
subjects covered will be structural 
theory, alcohols, acids, dyes and 
stains and others as well as the iden- 
tification and analysis of organic 
compounds. Ten lectures will be de- 
voted to organic chemistry. 

Fundamental approach and use of 
the analytical balance and the prin- 
ciples of precipitation, solubility, fil- 
tration, washing, ignition and weigh- 
ing will be among the nine lecture 
sessions on quantitative analysis. 
Also discussed in this section of the 
course will be iron analysis, calcula- 
tions and analysis for purity of vari- 
ous solutions. 

In conjunction with the four-part 
series of discussions and demonstra- 
tions, chemical shorthand and gen- 
eral science as it pertains to the mat- 
ter presented, will be covered. 
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In announcing the formation of 
the College-Industry Cooperative 
Course, Lowell Textile Institute’s 
President, Martin J. Lydon, noted 
that, while over many years the In- 
stitute had cooperated in educational 
and research projects with the tex- 
tile and related industries, the ses- 
sions at the A. C. Lawrence Company 
marked the Institute’s first venture in 
industrial education in the leather 
field. He predicted the entrance of 
other leather companies into a simi- 
lar plan at later dates and mentioned 
the possibility of advanced courses 
in the future. 


Fall Leather Show Set 

The fall 1952 showing of Ameri- 
can Leathers For Spring 1953 will be 
held Aug. 26-27, 1952, at the Wal- 
dorf-Astoria Hotel, New York City, 
the Tanners’ Council reports. 

Dates of the showing, as usual on 
a Tuesday and Wednesday, were se- 
lected last week at a meeting of the 
Council’s exhibit committee in Phila- 
delphia. The Aug. 26-27 showing 
was decided upon after a survey of 
shoe manufacturers conducted by the 
National Shoe Manufacturers Asso- 
ciation. Alternate dates of Sept. 3-4 
had been suggested. 





THE TOP HOUSE 
IN THE TRADE 


. . . Braid and Binding Headquarters 


for 33 Years... 


extensive line from which to make 
a choice. ALL WipTHs in Various 
and the 


CoLor COMBINATIONS... 
New Season’s Most PopuLar SHADES. 
SEE THE EXHIBIT OF OUR FINE PRODUCTS AT 


THE NATIONAL SHOE FAIR, OCT. 29th-NOV. Ist 
BOOTHS 37 and 38, PALMER HOUSE, CHICAGO 


offers the most 


FOR THAT TOUCH 
OF ELEGANCE IN 
FEMININE FOOTWEAR 





Lawrence Schiti 
Silk Mills 


ESTABLISHED 1918 


Manufocturers and Distributors to the Shoe Trade of 
FINE-QUALITY NARROW FABRICS 


95 Madison Ave. 
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New York 16, NV. Y. 








COURSE SET AT PRATT 

Pratt Institute’s School of Leather 
and Tanning Technology reports that 
its special four-week course in 
Leather Finishing will start Nov. 5. 
All students to register by Oct. 31. 

Buffing and snuffing operations— 
Behr-Manning Corp.; Preparation of 
Leather for Finishing—Frank Suarez, 
Radel Leather Co.; Spray Equipment 
—Hand and Automatic—Hand and 
Machine Seasoning—Aulson Tan- 
ning Machinery Co.; Upholstery, 
Handbag, Case, and Strap Leathers— 
Robert Shaw, Rohm & Haas Co.; 
Discussion: Lacquer and Resin Fin- 
ishes—Robert Shaw, Rohm & Haas. 


Calf Leathers: Shoe and Bag— 


K. J. Jones, B. B. Chemical Co.; ' 


Goat, Kid, & Cabretta Leathers: 
Glazed, Lining, and Crushed—A. J. 
Pilar, Jr., A. J. & J. O. Pilar; Sheep 
Leathers: Lining, Hat, Garment, and 
Glove: Slipper, Pocketbook, and 
Novelty ——F. Hilterhaus, Newark 
Leather Finish Company; Side , 
Leathers: Aniline, White, and Army 
etan—J. W. Quinn, K. J. Quinn & 
o.; Split Leathers: Workshoe, Lin- 
g, and Novelty Side Leathers: 
ress, Elk, and Loafer—S. S. Stahl, 
ahl Finish Co.; Production Pro- 
dure in Finishing Leather—John 
stin, Pfister & Vogel Tanning Co. 





MILITARY 
BIDS AND AWARDS 





Munson Lasts 
October 29, 1951—QM-30-280- 
52-391, covering Munson, hinged 
shoe lasts for welt service shoes, 
M-1949, solid block, 51,684 pairs. 
Opening at 1:00 p.m. in New York 
with delivery to be announced. 


Glove Shells 

November 8, 1951—QM-11- 
009-52-408, covering 279,000 pairs 
gloves, shell, leather, sizes one to five, 
M-1949. Spec. MIL-G-822A dated 
Dec. 22, 1949. Domestic and over- 
seas pack. Opening at 10:00 a.m. at 
Chicago Quartermaster Depot with 
delivery by Sept. 30, 1952, to various 
Army depots. 


Men’s Gloves 

November 8, 1951 — QM-11- 
009-52-374 covering 2,400 pairs 
men’s gauntlet type cotton gloves 
with leather palm, Spec. No. 9-117 
dated July 7, 1948, Type 1 with ex- 
ceptions indicated. Opening at Chi- 
cago Quartermaster Depot at 10:00 
a.m. with delivery to various des- 
tinations by Dec. 31, 1951. 


Women’s Field Shoes 


November 14, 1951—QM-30- 
280-52-408, covering 2,400 pairs 
women’s russet field shoes with com- 
position soles. Bid opening at 11:00 
a.m. in New York, for the Army. 


OPEN GLOVE BIDS 


Montpelier Glove Co., Inc., Mont- 
pelier, Ind., was low bidder last week 
at opening of QM-11-009-52-280 call- 
ing for 10,000 pairs men’s cotton 
gloves with leather palm, knitted 
wrist type. The Montpelier firm of- 
fered to supply all at $.685. 

Second lowest bid of 17 bidders 
was made by The Boss Mfg. Co., 
Kewanee, Ill., offering all at $.689. 
Texas Glove Co., Brownwood, Tex., 
offered all at $.70 while The Olympic 
Glove Co., Inc., New York City, bid 
all at $.75 and Pierce Glove Co., Inc., 
Chicago, bid 5,000 pairs at $.75 and 
an additional 5,000 pairs at $.78. 

Following are other low bids: Ad- 
vance Glove Mfg. Co., Detroit, Mich., 
all at $.76; Illinois Glove Co., Cham- 
paign, Ill., all at $.77; Marinette 
Glove Co., Inc., Marinette, Wis., all 
at $.81; Tennessee Glove Co., Inc., 
Tullahoma, Tenn., all at $.833 and 
Lambert Mfg. Co., Chillicothe, Mo., 
all at $.84. 








productive assets. 


DOLLAR DYNAMICS 


Any business factored by Crompton is assured of ample working 


capital — and a vital plus in dollar dynamics. 


This financing means continuous cash advances against accounts 


receivable. It galvanizes static outstandings into action — as 


These extra duty dollars set the pace in speeding up capital turnover. Every 


dollar invested delivers higher-octane performance the year ’round. 


Crompton dollar dynamics can revitalize any business that is factorable. Check 


on the advantages of this service. 


The Toran aie 


CROMPTON-RICHMOND CoO.,, INC. 


1071 Avenue of the Americas, New York 18, N. Y. 
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SERVICE SHOE AWARD 


The New York Quartermaster Pro- 
curement Agency has announced 
awards to two firms on QM-30-280- 
52-232 covering a total of 96,012 
pairs of russet service shoes with 
composition soles. 

Contract winners were Endicott- 
Johnson Corp., Endicott, N. Y., 
which was awarded pairage exceed- 
ing $250,000 in total value, and 
General Saoe Corp., Nashville, Tenn., 
awarded 12,012 pairs valued at 
$67,507.44. Exact pairage awarded 
Endicott-Johnson was not disclosed 
although the firm had bid on 84,000 
pairs at $5.49 per pair or total pair- 
age at $5.87. 


OPEN LEATHER BIDS 

Brindis Tanning Co., Haverhill, 
Mass., was low bidder at the opening 
of Army Invitation QM-30-280-52- 
272, offering to supply 809 skins of 
leather, sheepskin, El Morrocco, 
brown, tooling—the total quantity 
asked for—at $.2749; 60 days ac- 
ceptance, 1% in 20 days. There were 
five bidders in all: 

Leonard Freedman & _ Sons, 
N. Y. C.; all at $.3475; 60 days ac- 
ceptance, 2% in 10 days, 1% in 30 
days. 

Donnell & Mudge Tanning, Salem, 
Mass.; all at $.3295; 60 days accept- 
ance, 2% in 30 days. 

Brindis Tanning Co., Haverhill, 
Mass.; all at $.2749; 60 days ac- 
ceptance, 1% in 20 days. 

M. Pollet & Sons, N. Y. C.; all at 
$.2985; 60 days acceptance, 2% in 
30 days. 

American Handicrafts Co., East 
Orange, N. J.; all at $.39; 60 days 
acceptance, 2% in 20 days. 


CANCEL SHOE BID 

The New York Quartermaster Pro- 
curement Agency has announced 
cancellation of Invitation QM-30-280- 
52-336 calling for some 205,020 pairs 
of tan low quarter shoes, mildew re- 
sistant, for the Army. The order, 
due for opening on Oct. 18 with de- 
livery during Jan. 1952, will be in- 
cluded in a subsequent invitation 
shortly due for issue. 


OPEN WELTING BIDS 

There were nine bidders at the 
opening of Army Invitation QM-30- 
280-52-219, calling for 17,400 ft. 
heavy leather welt (5,800 yds.). Bar- 
bour Welting Co., Brockton, Mass., 
was low bidder on item (a) 8,700 ft. 
with destination Ogden, Utah, offer- 
ing to supply all at $.045; low bidder 
on item (b), 8,700 ft. for South 
Schenectady, was Western Leather 
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Co., Milwaukee, Wisc., offering to 
supply all at $.044. Other bidders 
were: 

Walter L. Johnson, Endicott, N. Y.; 
(a) $.125; (b) $.125; 60 days ac- 
ceptance, 2% in 30 days. 

W. J. Fallon Welting Co., Rox- 
bury, Mass.; (a) and (b) $.1225; 
60 days acceptance, net. 

Western Leather Co., Milwaukee, 
Wisc.; (a) $.047; (b) $.044; 60 
days acceptance, 2% in 30 days. 

McAdoo & Allen Welting Co., 
Quakertown, Pa.; (a) $.1250; (b) 
$.1210; 60 days acceptance, net. 


F. H. Lowenstein, Inc., N. Y. C.; 
(a) and (b) $.145; 60 days accept- 
ance net. 

Barbour Welting Co., Brockton, 
Mass.; (a) and (b) $.045; 60 days 
acceptance, net. 

Rockland Welting Co., Rockland, 
Mass.; (a) and (b) $.125; 60 days 
acceptance, 2% in 30 days. 

Silverite Gutterman, Boston, 
Mass.; (a) $.0507; (b) $.049; 60 
days acceptance, 1 of 1% in 20 days. 

Charles A. Tobe Leather Co., Phil- 
adelphia, Pa.; (a) and (b) $.06; 
60 days acceptance, 1% in 20 days. 





TIEDEMANN. 


We are qualified by years of experience to supply you 
with every type of leather to meet your exacting re- 


quirements. 


And, with the finest quality of leather goes the ultimate in 
service—dependable service—that helps you step up your 
production and saves you money. 


TIEDEMANN 
Leather Ca. 


JOBBERS * WHOLESALERS 
St., Chicago 6, Ill. 


172 N. Franklin 


LEATHER and SHOES 


* TANNERS AGENTS 








Deaths 





Harper Sheppard 

. 83, shoe manufacturer, died Oct. 
10 in Hanover General Hospital, Han- 
over, Pa. Sheppard was co-founder 
and former president of Hanover 
Shoe, Inc., and incumbent chairman 
of the board. He was also president 
of The Evening Sun Co., Hanover 
newspaper firm, and in 1926 helped 
organize Hanover Shoe Farms, one 
of the world’s largest breeding farms 
for trotting ‘horses, along with his 
son, Lawrence B. Sheppard, and part- 
ner, C. N. Myers. 


He and Myers organized Hanover 
Shoe, Inc., in 1899 and Sheppard held 
the presidency until 1940 when he 
became chairman of the board. His 
son, Lawrence, succeeded him. Harper 
continued as president of Sheppard & 
Myers, which conducts the firm’s re- 
tail store operations. 


Sheppard was a well-known philan- 
thropist and made many contributions 
to the community. Survivors also in- 
clude his wife, Henrietta D. Ayers; 
another son, R. Harper; five grand- 
children and three great-grandchil- 
dren. 

















SOLD WHEREVER BETTER SHOES ARE MADE 
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MAKE GOOD SHOES BETTER 





Joseph Brindis 

. . 57, shoe manufacturer, died Oct. 
10 in Tucson, Ariz., after a long ill- 
ness. Brindis was president of May- 
ville Shoe Corp., Mayville, Wis., which 
he founded in 1934, and was also 
director of Marilyn Shoe Co. of Mil- 
waukee, of which his son, Gene, is 
president. Due to ill health, he had 
lived in Tucson for the past five years. 

He was a founder of the Milwau- 
kee Jewish Orphans Home and served 
as its president for 10 years. He also 
was a director of the Milwaukee Home 
for the Aged. Brindis was an accom- 
plished violinist and owned an Amati 
violin. He was an Elk and a Mason. 
Besides his son, he leaves his wife, 
Dina; two daughters, Mrs. Lew Marks 
and Mrs. Irving Gerber; a brother and 
two sisters. 


Pennsylvania Group Plans 
Fall Banquet 

The Central Pennsylvania Shoe 
and Leather Association, Reading, 
Pa., reports it is in the midst of plans 
for its annual Fall Banquet to be 
held Nov. 15 at the Penn Harris 
Hotel, Harrisburg, Pa. 

The event is the group’s number 
one event for the fall and winter and 
attracts members and guests from 
leather and shoe centers throughout 
the country. John Miller, president 
of the Association, will be in charge 
of the affair assisted by directors of 
the group. 

Full details, including guest speak- 
ers and other planned events, will be 
mailed shortly to members, Miller 
reports. 








CAMPELLO 69, MASSACHUSETTS 
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FOAM RUBBER 


Foam Rubber and Sponge 
Rubber are best for shoe 
and slipper cushioning. 


Easily combined with 
regular platform materials. 


MARKEL PRODUCTS CO. 


STagg 2-1925 
892 Lorimer St., Brooklyn 22, N. Y. 


We can supply sponge and 
foam in regular thicknesses. 
Sheet and roll form. Write 
for samples and prices. 
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“MARK TIME” POLICY STILL 
RULES LEATHER MARKET 


Recent Buying Flurry Appears To Have Exhausted 
Most Demand 


Nothing new after holidays. 
Buyers show little interest in any 
leather. Tanners keep production 
close to vest. Industry between 
seasons, must wait for develop- 
ments. 


Sole Slow 


Last week’s quiet condition still 
pervades Boston sole leather market. 
Recent buying splurge a few weeks 
back has apparently given shoemen 
all the sole leather they need im- 
mediately. New orders at a minimum 
with no signs of any improvement 
until spring leather buying becomes 
active. 

Tanners, as usual, keep production 
as low as possible; still manage to 
build up some leather inventories. 
Few do much buying in hide mar- 
ket at present prices, look for raw- 
stock price decline before placing 
new orders. Question remains when 
will hide decline come. Until it 
does, tanners will do their best to 
hold off further rawstock orders. 

Prices unchanged generally. Some 
tanners hold heavy bends in upper 
70’s but interest, if any, centers be- 
low 75c. Sales made down to 72c. 
Medium bends priced in mid-80’s; 
here again, sales in low 80’s. Lights 
held around 90c. 

Sole leather tanners of Philadel- 
phia claim they are not doing much 
of anything. There is not the demand 
for sole leather that should be in evi- 
dence this time of year. Shoe manu- 
facturers and cutters should be doing 
real business with tanners right now, 
but not much of this has materialized. 
Also there is little demand from 
specialties men for bellies. 


Sole Offal Drags 


An especially quiet week, report 
Boston sole leather offal tanners and 
dealers. If anything, sales are even 
slower than last week when holidays 
were blamed for scarce sales. Tan- 
ners are doing little hide buying, 
producing a very small amount of 
finished leather. 

Double rough shoulders about the 
most active selection. These manage 
to hold firm with quotations ranging 
from high 70’s to 90c for best selec- 
tion. Best interest around 82c. 

Bellies still a drag. Steer bellies 
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go begging above 45c; have difficulty 
in finding buyers even at 42c. Cow 
bellies drag at 43-44c high; move 
slowly even below 40c. Single 
shoulders with heads on bring 67- 
72c for lights with better interest at 
lower figure. Heavies even slower 
at 63c down to 58c or below. Not 
much doing in heads and shanks. 


Calf Same 


Calf market continues in recent 
doldrums. Tanners! still working on 
old orders but new orders few and 
far between these days. Enough 
leather on hand to handle old orders; 
even cheaper grades of calf pile up 
a little as buying slows down per- 
ceptibly. Tanners feel that higher 
skin market at this time would prove 
catastrophic, resist any advances in 
skins. 

Generally speaking, leather at $1.00 
and over goes begging. Women’s 
weight smooth calf, $1.00 and. down, 
slow. Sales have slowed down even 
at 60c and down grades. Men’s 
weights still quoted at $1.10 and 
down but even the down does little 
business. Fill-in orders still the rule. 
Manufacturers appear to have filled 
immediate needs or prefer to go 
along on day-to-day basis, filling in 
when they sell shoes. Suede not very 
active at $1.10 and down. 


Sheep Slack 


Despite great abundance of foreign 
raw pickled skins arriving on mar- 
ket, steady prices force Boston sheep- 
skin tanners to hold finished leather 
lists at present levels. Any signs of 
weakening now wouldn’t cover re- 
placement costs. Buyers inclined to 
ignore this, still press for concessions 
which tanners are loathe to give. 


Some prices are a bit lower than — 


reported in recent weeks. However, 
even these do not up volume sales 
much. Novelty sheep does fairly 
well but both boot and shoe lining 
russets not as active as tanners would 
like. Most lists have boot linings at 
30c and down, generally to 26c. Shoe 
linings do better below 26c although 
some tanners quote these prices. 
Colors only moderate at 27c and 
down. Chrome linings fair at 34c 
and down. Hat sweat and garment 
slow as usual. 
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TIOGA OAK 


SOLE LEATHER 


/, . tanned 
from the 
finest 
packer 
hides 
available 


BENDS BELLIES 
SHOULDERS 
CUT STOCK 


4|so Spee talty Leathe rs 
for Belting, Hydraulics 
Textiles, Packing and 


Strap Leathers 


TANNING CO. 
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FROM GREECE TO YOU 
Fine Mandruka 
SHOE SILK SPONGES 


Acme Gives You Such Superb Selec- 
tions Because . . . Three genera- 
tions’ experience in buying and 
Processing highest quality silk 
sponges guarantees you the best 
quality and prices. 


Write for samples and prices today. 
C! I 
{s Led ry 
ue x » p. 
UALITY 


Armour's 
QUALITY 
Leathers 


.»» Aniline 
dyed, 

top buffed 
splits... 


* 


4imaurleatter O 


CHICAGO - BOSTON - NEW YORK 
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; Curried Belting 


Kid Fair 
Kid leather tanners of Philadel- 


phia report business not too active. 
No real buying expected until after 
Nov. lst since many shoe manufac- 
turers end their fiscal year on Oct. 
3lst and for bookkeeping reasons 
will not do any buying until after 
that date. 

In general the picture is just a little 
better. Suede selling mainly in black. 
Glazed seems to have finally pushed 
a wedge into the colors. There have 
been a few actual orders for glazed 
in bright blue, red and green. These 
are not in any quantity but enough 
to bring the entire question of color 
out of the sample stage where it has 
bogged down for so long. 

Slipper just about the same as last 
week: Linings still quite slow. Most 
tanners continue to report crushed 
and satin mats as dead issues. 

List prices remain as published but 
the situation is still such that actual 
prices are arrived at with individual 
customers. No one is too concerned 
about rawskins since there is as little 
buying as possible. 


Average Prices 


Suede 45c-95c 
Glazed 35c-$1.05 
Linings 30c-60c 
Slipper 35c-70c 
Satin mats 69c-$1.20 
Crushed 35c-80c 


Belting Leathers Squeezed 


Belting leather tanners of Phila- 
delphia say they are caught in a 
squeeze play between hide men and 
customers. Tanners find they must 
raise prices to meet new hide prices, 
and customers don’t even want to pay 
figures set by tanners when hides 
were 5c lower. This brings things 
pretty much to a standstill. 

Curriers haven’t done much buy- 
ing. Even shoulders are not in de- 
mand as they should be; right, now 
waist belting manufacturers should 
be well into Christmas production. 
Curriers find that business has 
picked up to some degree. but is still 
spotty and cannot be. considered 
really satisfactory. For the most part, 
tanners get their prices without too 
much trouble. 


AVERAGE CURRIED BELTING PRICES 
CURRENT IN PHILADELPHIA 

Best Selec. 

Butt bends ..... 

Centers 12” 

Centers 24”-28”.. 

Centers 30” 

Wide sides 

Narrow sides .... 1. "40- 1. 45 1. "36- 1.4 
Additional premiums: extra light plu 

light plus 10c; extra heavy plus 10c. 


Since 1888 


Specialty Leathers 
Side Horse 


Well known Tannages 


KLENZETTE 
eG ee 
ROSS-ETTE 


and the popular 


& Sons Co 


cago 22, lilinors 


A | Ros 





Laub Quality !s Famous 
in Leather Specialties, too! 


Strap Sides and Backs 
(Russet and colors) 


Skirting Sides and Backs 


Back, Bend, Shoulder, 
Belly Splits 
(Vegetable tanned i in colors) 


Russet and Colored Strap Bellies 


Double Waistbelt Shoulders 
(Russet and colors) 


Steer Harness Leather Sides 
(Russet and black) 


Stag Harness Leather Backs 
(Russet and black) 


GEO. LAUB’S SONS 


TANNERS SINCE 1846 
BUFFALO 6, N.Y. 


AGENTS 
BOSTON & NEW YORK: Merrihew & Co. 
PHILADELPHIA : Earl C. Cookman Co. 
ATLANTIC SEABOARD: Carl J. Poinsett 
CHICAGO: Ralph E. Nigg 
OHIO VALLEY: Robert L. Walker 
MIDWEST: Oscar M. Olson 
FAR WEST: Russ White Co. 











Sides Sluggish 


Boston side leather tanners com- 
plaining a bit more volubly this 
week as buyers show little interest. 
Tanners still working on orders taken 
during busy six weeks which began 
in late summer but find little en- 
couraging in new business. 

Price only part of slowdown. Even 
though tanners raised lists 3-5¢ when 
hide market strengthened, this did 
not discourage shoe manufacturers 
when they really needed leather. 
Now that needs are filled temporarily, 
they eye advances sourly, show dis- 
tinct resistance. Tanners figure they 
can work out price angle when manu- 
facturers really want leather again. 
Some tanners worried over growing 
tendency to use synthetics when 
leather gets out of line competitively. 


Splits Spotty 

Conditions on side market appear 
prevalent among Boston splits tan- 
ners. Little buyer interest to en- 
courage tanners. Still, this is getting 
between seasons and slowdown is 
expected. Tanners generally expect 
pick-up when spring buying season 
really opens next month but fear 
price may have a lot to do with situa- 
tion. If hides remain high and 
buyers push for lower leather prices, 
tanners will be caught in tight vice. 

Meantime, no reductions worth- 
while noted in tanners lists—hide 
prices make this impossible. Heavy 
suede splits most active selection, 
bring around 47c and down. Light 
suede splits far less active in high 
30’s, possibly up to 41c. Gussets 
and work shoe generally slow. Lin- 
ings draggy between 20-30c. 


Glove Leathers Firm 


Leather prices holding up surpris- 
ingly well considering state of busi- 
ness. One leading producer quoting 
gray hair pigs at $1.05, 90c, 75c, 60c, 
45c, 35c, 25c and 20c. Black hairs 
quoted at 95c, 85c, 70c, 55c, 45c, 
35c, 25c and 20c. These prices are 
off about five cents from the tops. 

Cabrettas quoted at 75c, 69c, 63c, 
53c, 44c, 36c and 28c. These prices 
also reflect a drop of about 5c per 
foot. It is probable however, that a 
customer with a good healthy order 
would get substantial concessions 
from the above prices. 

Government purchases occupying 
the attention of glove manufacturers 
at this time. Quantities are large 
enough to provide a healthy shot in 
the arm for both the glove and 
leather business. 
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Tanning Materials Hold 
Tanning Oils quotations unchanged 
from last week. Considerable strength- 
ening of Cod Oil market. Raw Tan- 
ning Materials and Tanning Extracts 
prices unchanged, with business at a 
slow tempo. 


Raw Tanning Materials 


Divi Divi, 42% basis shipment, bag $ 98.00 


Wattle bark, ton 
“Fair Average’’ $106.50 
‘‘Merchantable’’ Freer 00 


l’s R 
Valonia Cups, 30-32% guaranteed ... .$64.00 
Valonia Beards, 42% — $84. meer 
Mangrove Bark, 30% So. 7.00 
Mangrove Bark, 38% East vO 


Tanning Extracts 
Chestnut Extract, Prag pe 


Bags, 
Cutch, “sod penny 55% tannin, 
plus duty 
Gambier Extract, 25% tannin, 
bbis. 


Hemlock extract, “25% tannin, “th. “cars 
f.o.b. 

Bbis., c.1 

Oak bark. extract, = tannin, Ib. 
bbls. 6%-6%, tks. 
Quebracho extract 

Solid, ord., basis 63% tannin, c.1. 
. plus duty 

Solid clar., basis 64% tannin, c.1. a3 3/18 

Liquid, basis 35% tannin, bbls. 

Ground extract ® 
Wattle bark, extract, solid (plus duty) .11% 
Powdered — spruce, bags, c.l. 

05%; Le.l 
Spruce extract, tks., f. wks. -01% 
Powdered valonia extract, 63% tannin .9%-9% 


Tanners’ Oils 

Castor oi] No. 1 C.P. drs. lc.l. ...... 

Sulphonated castor oil, 75% 

Cod Oil, Nfid., loose basis 

Cod, sulphonated, pure 25% moisture.. 

oom sulphonated, 25% added mineral.. 
Cod, sulphonated, 50% added mineral.. 

Linseed vm | gy c.l. zone 1 


Neatsfoot, 20° C.T. ......... 

Neatsfoot, 30° C.T. .... 

Neatsfoot, prime drums, cl 
1.e.1. 

Olive, denatured, 

Waterless Moellon 

Artificial Moellon, 25% moisture .... 

Chamois Moellon 

Common degras 

Neutral degras ..... ie 

Sulphonated Tallow, 15% 

Sulphonated Tallow, 50% . 

Sponging compound 

Split oil 

Suiphonated sperm, 25% water 

Petroleum Oils, 200 seconds visc., 





TV Set Prize At National 
Shoe Fair 


A Capehart “Saratoga” radio, 
phonograph and television set will be 
the first attendance prize offered by 
the St. Louis Shoe Manufacturers 
Association at the National Shoe Fair 
in Chicago on Monday, Oct. 29, ac- 
cording to Ray Kohn, Association 
president. Second prize will be a 
$100 defense bond and third prize iy 
a $50 defense bond. f 

Drawing for the prizes will be 
held at 5:00 p.m. Monday ri 
at a display room of a St. Louis Ase 
sociation member. 

Approximately 75,000 ae 
stuffers calling attention to the at 
tendance drawing have been maile 
by members of the St. Louis group t 
their customers. Placards announces 
ing the contest will be placed ov 
ballot boxes in member spay 
rooms. 4 





RYCOLYN SIDES 


Chrome Retan Aniline 


CHIEFTAN SIDES 


GENUINE FULL GRAIN 


INDIAN BRAVE SIDES 


INDIAN CHROME TANNED 


For Casual and Street Shoes and Accessories 


ARMY RETAN SIDES 
Full Chrome Retan 





NAPPY BRUSHED LEATHERS 
SPLITS IN ALL COLORS 





CAPE LAMBSKINS 


LAMBSKINS 


For Shoes and Accessories 


RYCHROMES FOR LININGS 


RYCHROSUEDES 








KANGAROO 


THE ARISTOCRAT OF UPPER LEATHERS 


RICHARD YOUNG COMPANY 


54 SOUTH STREET, BOSTON !1, 


New York - Milwaukee - Chicago - Los Angeles - Cincinnati - San Francisco - St. Louis 


MASS. 
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PRE-FINISHES 


FOR EDGES ON 
RUBBER and LEATHER SOLES 


Beautiful and durable finishes in popular browns and black 
with a method of application that is inherently clean and fast. 
New Standards eg quality at new high production levels. 

We supply the simple unit needed to finish 240 cases a day 
with one operator without royalties or contract obligations. 


CONTACT US FOR TRIAL SAMPLE AND UNIT 


GAGAN BROTHERS 


a 


Lab. 
ad 


L- 7 4 Vanufachortng C VITOMIATAS 
Jaws) 
EVERETT, MASS. 


EVERETT 


173740 




















Suede 
worth the difference 


SLATTERY BROS. TANNING CO. 
210 South St. Boston 11, Mass. 
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Wind Innersole To Handle 
Nuron Innersoles 


Wind Innersole and Counter Co., 
Inc., Brockton, has been appointed 
exclusive sales representative for the 
new Nuron innersoles manufactured 
by American Biltrite Rubber Co.’s 
Heel and Sole Division. The an- 
nouncement was made by M. J. Bern- 
stein, general manager of the divi- 
sion. 

Biltrite Nuron, newest product of 
American Biltrite, is claimed to be 
ideal for use as innersole material 
due to its flexibility and resistance to 
cracking, stretching or buckling. 
Nuron is now being promoted 
through an extensive advertising 
campaign in national media. 


Endicott-Johnson Founder 
Honored 


A hushed crowd of 15,000 gath- 
ered at En-Joie Park, Endicott, N. Y., 
this week to honor the return of their 
outstanding citizen to the community 
he loved and practically nurtured. 
The occasion was the unveiling of a 
bronze statue of George F. Johnson, 
founder of Endicott-Johnson Corp., 
one of the world’s largest shoe man- 
ufacturing firms. 

In addition to helping build the 
community by virtue of helping build 
Endicott-Johnson into an industry 
in itself, Johnson became one of the 
country’s outstanding industrialists. 
Starting without capital, he developed 
a business with 50 employes into one 
that now numbers 20,000. 

Principal speaker at the ceremony 
was Thomas J. Watson, chairman of 
the board of International Business 
Machines. Judith Johnson, great- 
granddaughter of the late shoe man- 
ufacturer, unveiled the impressive 
statue. 


Los Angeles Shoe Workers 
May Strike 


Close to 1500 shoe workers in the 
Los Angeles area have threatened to 
go on strike if demands for a general 
10 cent hourly wage hike are not met. 
Workers, who are members of 
Local 122, United Shoe Workers of 
America, CIO, have voted to em- 
power the union’s negotiating com- 
mittee to call a strike against several 
shoe manufacturers. 

The strike vote came after nego- 
tiations broke down with the South- 
ern California Shoe Manufacturers 
Association, which represents some 
14 firms. The union also has a con- 
tract with 11 other firms in the area. 
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HIDE AND SKIN MARKETS 
SHOW EASIER UNDERTONE 


Widespread Disinterest By Tanners Takes Effect 
As Prices Soften 


Hide and Skin Markets 


While there were sales of big 
packer southwestern light avg. light 
cows and ex. light native steers late 
last week and again early this week 
at a half cent advance or 36c, this 
business failed to reflect the true con- 
dition of the market. The above 
noted hides, totaling about 5,200, 
were purchased by specialty tanners. 

The rank and file of upper and 
sole leather tanners were generally 
out of the market. Even large shoe 
manufacturing tanners no _ longer 
showed much interest following re- 
cently noted good sized purchases 
from the regular big packer produc- 
tion points. 

The change in sentiment resulted 
in a decided slow down in trading, 
all markets becoming dull and de- 
veloping an easier undertone. As a 
matter of fact, many regular tanning 
outlets were reducing their ideas of 
value on hides during the course of 
the week. The bearish attitude 
stemmed from the poorer leather 
business experienced by many tan- 
ners and reports coming through 
that shoe manufacturers were finding 
renewal orders for fall and winter 
lines practically unobtainable. It was 
stated that many retailers had covered 
their requirements and were cutting 
down on orders for fill-in sizes. To 
meet public resistance, some retailers 
were stressing in their advertisements 
the recently established lower prices. 

Lower bids on several big packer 
hide selections later this week such 
as light cows, heavy native steers and 
cows, were receiving more considera- 
tion from the big packers even though 
their holdings could not be termed 
burdensome because of their com- 
paratively light kill. In fact, le down 
or 23c was accepted by one big 
packer for a car of 700 Chicago bulls 
on Wednesday and this selection has 
been in rather limited supply. 

Many operators in the hide mar- 
ket consider small packer hides more 
of a criterion of changing sentiment 
because supplies of these are in re- 
latively greater volume than big 
packer productions. It is pointed out 
that small packer hides have eased to 
20-25% under Table I ceiling as 
compared with a 10-15% off basis 
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prevailing a week or ten days ago. 
Easiness in small packer hides also 
had a depressing effect on coun- 
try hides and here, too, tanners have 
reduced their buying ideas by as 
much as 2c to 3c per |lb., although 
sellers thus far slow to accept the 
lower prices. 

Calf and kip skin markets unsettled. 
Recent easing in prices at New York 
reflected in the Chicago market this 
week when a large collector sold 
several cars of all weight calf at 
slightly lower prices, the seller mov- 
ing about 10,000 “packer selection” 
calf at 40c and 9,500 “collector” 
calf at 35c. With interest from calf 
and kip tanners very limited on ac- 
count of poor leather business and 
reduced wettings, it would appear 
that big packer prices on these skins 
are headed for lower levels. 


Hides Easing 

Big packer market, responding to 
easiness, dropped 114c on branded 
cows and steers, le on bulls, and was 
nominally anywhere from 114 to 3c 
lower on light cows, but no big 
packers traded. A few outside in- 
dependent hides sold at 3c lower, 


which gave the trade reason to be- 
lieve that the market was lower. 

Light cows very soft, and with the 
supply not particularly short, it is 
felt cows will sell at the 3c maximum 
decline presently talked, or lower if 
market eases any more. Trading for 
the week, not including some South- 
western and Southeastern special lots, 
totaled about 20,000 hides, the 
Southern productions adding another 
16,500 hides. Those hides, however, 
were sold prior to the business in 
branded cows, the big spot in selec- 
tions. 

Branded cows easier despite ac- 
tivity at 30c. Some tanners felt busi- 
ness would have to be at prices no 
better than 28c, probably lower. 

Small packer hides talked 20% of 
Table I on original offerings this 
week, with small trading done on that 
basis. Later, offerings were made at 
25% off Table I and interest was 
nil. 

Skins Weaken 

Calfskins easier. Market barely 
steady, quite a comparison with the 
very strong indications spread around 
about a month ago. Chicago collec- 
tor sale of new trim (Standard trim) 7 
skins this week, involving 5,0007~ 
packers at 40c and 5,000 collectors? 
at 35c, put a soft tone on the market. 
Reported later that the seller refused 
45c for packers alone, indicating that 
he was anxious to get rid of the col-7 
lectors and sold the packers for 40c¢ 
in the earlier trade because of that.? 
Big packers remained quiet. 











SINCE 1888 
MANUFACTURERS OF 
ELECTROTYPE EMBOSSING PLATES 
SOLID STEEL ENGRAVED PLATES 
SMOOTH PLATES 
ALL SUPPLIES FOR BUILDING BEDS 


STANDARD EMBOSSING PLATE MFG. Co. 
125-131 PULASKI ST., NEWARK 5, NEW JERSEY 


Foreign Representative 
WOLFF INTERNATIONAL INC., 2577 NO. TEUTONIA AVE., MILWAUKEE 6, WISC. 











' ACIDOLENEN — 


Most widely known Sulphonated Cod Oil 
Manufactured by 


THE MARTIN DENNIS COMPANY - 


Newark, N. J. 


A Division of 


DIAMOND ALKALI COMPANY 


Cleveland 14, Ohio 
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What Hooker Sodium Sulfhydrate 


does for the Leather you make... 


SOLE LEATHER—With Hooker Sodium Sulfhydrate, 
you can increase sulfide strength of the unhairing solution 
just as desired, and still keep alkalinity low. This means 
easy unhairing in limited time. Hides are ready when 
desired—without loss of hide substance from long im- 
mersion. Results: a minimum of swelling . . . greater yield 
of tight, solid, smooth-grained leather . . . a significant 
saving of time and extra operations in the beam-house. 


CALFSKINS AND HORSEHIDES—The tender grain 
of these skins is protected by Hooker Sodium Sulfhydrate 
from excessive swelling and plumping caused by high 
alkalinity. With Sodium Sulfhydrate, a minimum of 
swelling takes place, resulting in a better yield of fine, 
smooth leather. 


GOATSKINS— Destructive bacterial action is held to 
a minimum, because; Hooker Sodium Sulfhydrate in- 
creases the solubility of the lime and permits more con- 
stant pH value than with Sodium Sulfide. Sulfide content 
can be built up, with low alkalinity. Alkalinity can be in- 
creased or held as desired, without affecting sulfidity. 
Result: Greatly simplified control of quality, even with 
skins that vary widely in sensitivity. 


When dissolved in lime, Hooker Sodium Sulfhydrate 
forms only half as much caustic soda as the same quantity 
of Sodium Sulfide forms. This gives you precision control 
of unhairing sdluti6ns—and many other advantages. 


Kipskins easier also, the market 
figured to be best at last prices, prob- 
ably lower, depending upon type of 
skins. Nothing but a nominal quot- 
able for kip right now. 


Horsehides Slack 


Good quality trimmed horsehides 
figured around $9.50 to $10, Mid- 
western production, averaging around 
60 to 70 lbs. A car or two sold dur- 
ing the week around these levels. 
Interest continues very slim. Cut 
stock holding quiet with prices in- 
definite. 


Sheep Pelts Same 


Shearlings unchanged. Good No. 
1’s quotable around $3.25 to $3.50, 
depending upon quality and selec- 
tion. Production of No. 2’s and 
No. 3’s extremely light, which has 
put quotations in a very nominal 
position. 

Fall clips strong item. Good clips 
worth $3.75, possibly slightly higher, 
depending upon quality. Spring 
lambs just about gone. Intermediate 
lines not quite wooled lambs said 
worth about $3.00 to $3.50 per cwt. 
liveweight basis, depending upon 
quality. 

Pickled skins still soft at $12 for 
bid ideas, $14 for offerings, per 
dozen, big packer production. Soft 
calfskins no help to sheepskin situa- 
tion. 


Write today for a copy of Hooker Bulletin 500, “Sodium 
Sulfhydrate for the Leather Industry,” which suggests 
unhairing procedures for various leathers. 


HOOKER 
ELECTROCHEMICAL 
COMPANY 


1 UNION ST., NIAGARA FALLS, N. Y. 
NEW YORK, N.Y. © WILMINGTON, CALIF. 
TACOMA, WASH, 


Dry Sheepskins Firm 

Very few sales passing as most 
buyers are still out of the raw stock 
market. Tanners chiefly interested 
in moving leather and trying to re- 
duce inventories. 

Hair sheep markets firm as shippers 
show little inclination to reduce ask- 
ing prices. Latest offers of Nigerian 
sheepskins at 62c for No. 1 Kanos, 
56c for No. 2s and 50c for No. 3s. 


HOOKER 
CHEMICALS 


® While $17.40 c&f. asked for Brazil 
cabretta regulars for shipment, some 
spot lots sold at $13.50, basis manu- 
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facturers. Cape glovers also firm 

















THE only suc- 
cessful press 
that prepares 
Leather 


Cush-n-Fit SPONGE RUBBER Pras — eater 


Sheets—For insoles and fillers tanning, @x- 
tracting and 


Molded Pads—Metatarsal, arch and heel oiling. 


Special Molded pads to your specification WRINGER ne Ron 


bark and chrome tanned sides and 


Write for samples and catalogue of complete line whole hides for the skiving and 
splitting machine. 


e ee 
Danidson RUBBER CO. BOSTON 29, MASS. Quirin Leather Press Co. 
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and Cape Towns held at $21 c&f., 
basis primes for skins running 70% 
westerns and 30% persians with 30% ( 
No. 2s at $18 c&f. Addis-abbaba 
slaughterers held at $14 c&f. 

Wool sheepskins slow as pullers 
remain out of market. At last Aus- 
tralian auctions, 33,000 skins offered 
at Sydney with bare to one-inch 
firm, sucker lambs 6-8 pence; ail 
others 10-25 pence Australian cur- 
rency lower. At Melbourne, 58s and 
up were par to 2 pence Australian 
currency lower, 50s and under, 2 
inches and up 1-3 pence, lambs and 
pelts one to two pence dearer. 

Shearling market slow and nomi- 
nal. Mouton buyers would pay $3.50 
for spot Argentine packer skins but 
sellers have higher views. No late 
offers from the Cape. Slats slow 
but firmly held with shippers asking 
$10.50 for 1,000-lb. Paprahs. Buyers 
ideas nearer to $9.00 c&f. 


Reptiles Spotty 

Madras bark tanned whips, 4 
inches up, averaging 41 inches, 
70/30 selection, variously held from 
66-70c, as to shippers while for skins 
averaging 43, inches, sellers ideas 
are 75c and better. Buyers would be 
willing to pay premiums for the 
larger sizes but few offered alone. 
Some interest in cobras and vipers 
but few offered at the moment. 

Calcutta oval grain lizards held at 
22c for 40/40/20 selection and back 
cut Agras at 24-25c for 9 inches up, 
averaging 10 inches, 80/20 selection. 
No recent offers of Bengals. On 
Brazil back cut tejus, buyers ideas 
between 50-55c, as to lots and sellers 
indications 60-62c fob. Giboias held 
at 75c fob. but buyers views about 
5c less. 

Quiet sales of Argentine lizards on 
spot but details lacking. Shippers 
have reduced their ideas for bark 
tanned water snakes to 10c for skins 
3 inches up, averaging 314 inches, 
70/30 selection, with no interest. 


Deerskins Mixed 

No late offers of Siam skins as 
recent sales placed sellers in a com- 
fortable position. Brazil “jack” mar- 
ket mixed. Shippers at origin have 
shown no inclination to reduce prices 
and continue to ask 72c fob., basis im- 
porters. While some recent tanners are 
out, it is understood that others would 
still pay 70c fob. or 79c, ex-dock, for 
good lots. Some Bolivian deerskins 
sold at 72c ex-dock and negotiations 
pending on Honduras. Peruvians 
held at 74c fob. with bids 4c less re- 
fused. 














JUST TURN IT 


AND GET 


BRINE 


STAINLESS STEEL 
CONSTRUCTION 


That's Just R ight FOR “LIFETIME” USE i : ee 
Without Measuring ti: 








Or Stirring! 


G ROCK SALT 
ED BY PIPE 
OUR PLANT 


STERLIN 
BRINE DELIVER’ 
EVERY POINT IN Y 
s° PADDLES 
R SOFTENERS 





TO 


. prums * VAT 
. ZEOLITE WATE 


¢ Why trust to “rule-of-thumb” meas- 
uring? Why go through the laborious 
shoveling, hauling, and hand stirring 
of salt and water? With International’s : 
Lixate Process for Making Brine you HOW LIXATOR* WORKS 


are assured accurate salt measurement In the dissolution zone— flowing through a bed 
every ti q w r ill- of Sterling Rock Salt which is continuously 
¥ time, Stops aste th ough spl 1 replenished by gravity feed, water dissolves salt 


ing. Saves time and labor. to form 100% saturated brine. In the filtration 
zone—through use of the pe ye gece principle 
° i H the d brine 

The Lixator automatically P roduces is thoroughly filtered through a bed of undis- 


100% saturated, free-flowing, crystal- | solved rock salt. The rock salt itself filters the 

clear brine which may be piped to as_ | time: Nothing else is needed. 

many —_— in your plant as you wish | WHAT THE LIXATOR PROVIDES 
—any distance away —by gravity or a al OAT See 

pump. YOU SIMPLY TURN A VALVE to is most ik aide tee ma ™ 

get self-filtered LIXATE Brine that | ¥ Unvarying salt content of 2.65 pounds per 

meets the most exacting chemical and gallon of brine. 

bacterial standards. Crystal-clear brine. 

Continuous supply of brine. 

Savings up to 20% and often more in Automatic salt and water feed to Lixator. 

the cost and handling of salt have been Inexpensive, rapid distribution of brine to 
reported by many Lixate users. Why points of use by pump and piping. 
not investigate? 
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FOR MAKING BRINE 
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News Quicks 


About people and happenings coast to coast 





Massachusetts 


® Involuntary petition in bankruptcy 
has been filed against Mortie Cohen 
Shoe Co., Inc., Boston footwear man- 
ufacturer, it is reported. 


® Members of Local 46, Interna- 
tional Fur and Leather Workers 
Union, have ratified a new agreement 
between the union and Graton & 
Knight Co., Worcester tannery. 
Terms of the agreement include an 
eight cents hourly wage increase for 
hourly workers and six cents per hour 
for incentive workers and two addi- 
tional paid holidays, bringing total to 
seven. New contract is effective to 
Oct. 8, 1952. 


® Theise Bros. Co., Boston, has been | 


named Massachusetts representative for 
Precision Buckles, Inc., Providence, 


R. 1. 


® Milson Shoe Corp., Beverly, has 
moved plant and offices to 429 Wash- 
ington St., Lynn. 


® A colorful new folder showing “the 
world’s most complete line of shoe 
forms” has been prepared by C. S. 
Pierce Co., Brockton manufacturer 
f Styleforms and Fitall Shoe Trees. 
The brochure is being distributed pri- 
marily to manufacturers and whole- 
salers and describes the firm’s complete 
line of celluloid, fibre and buckram 
forms. 


© H. H. Brown Co., Worcester shoe 
anufacturer, will hold open house 
n Nov. 1 for employes’ families and 
nyone interested in seeing how a pair 
f shoes is made. Visitors will be 
lhown the entire shoemaking opera- 
ion. A skeleton crew will run pro- 
uction facilities as the factory is not 
rdinarily in operation at this time. 


® Harry Winner, Converse Rubber 
Co. executive, and Prof. Dirk J. 
Struik, noted mathematician, both re- 
cently indicted for alleged conspiracy 
to overthrow the U. S. Government, 
received a “rising ovation of support” 
at a Fight Back for Civil Liberties 
rally sponsored last week in Boston 
by the Progressive Party of Massachu- 
setts, Communist Party front. 


@ Irving S. Karten has been ap- 
pointed sales manager and stylist of 
Dainty Maid Shoe Co., Haverhill. 
Karton was recently associated with 


Foot Delight Shoe Co. The firm is 


= 


offering a new line of women’s dress 
shoes to retail at $10.95 and $12.95. 


@ Frederick J. Levisseur, treasurer 
of S. B. Foot Tanning Co., has been 
appointed chairman of the shoe and 
leather section, Industrial Division, 
Red Feather Campaign in Boston. 
He will be aided by Ralph Pope, Jr., 
of Northwestern Leather Co. and 
Paul Rasmussen of Quincy. Group 
chairmen include Wendell R. Bauck- 
man, Griess-Pfleger Tanning Co., up- 
per leather group; Parker Williams, 
Williams Cut Sole Co., sole leather 
group; Charles M. Gerhardt, Elkan & 
Co., hides and skins group; Thomas R. 
Aldrich, Jr., Mardin Wilde Co., tan- 
ners and supplies group; David C. 
Davidoff, Phillips Premier Corp., fab- 
rics group; George Lerman, Boston 
Athletic Shoe Co., shoe manufactur- 
ers group; and Alfred L. Morse, presi- 
dent, Morse Shoe Store Corp., shoe 
wholesalers group. 


® Warren H. Ellice has been named 
director of sales at Parkhill Shoes, 
Fitchburg manufacturer of women’s 
casuals. Ellice was formerly with 
John Pilling Shoe Co. George D. 
Winterer has been named sales pro- 
motion manager. 


New York 


© Charm Footwear Co., New York 
City and South Norwalk, Conn., has 
filed voluntary bankruptcy proceed- 
ings in Southern District Court un- 
der Chapter XI of the Chandler Act. 
S-ttlement of claims in monthly in- 
stalments of three percent is pro- 


posed. 


@ Mrs. Alice Dowd has been ap- 
pointed Fashion Director of the Na- 
tional Shoe Institute. She was for- 
merly director of fashion publicity 
at J. Walter Thompson Co. and will 
maintain offices at 342 Madison Ave. 
The Institute is sponsored jointly by 
the National Shoe Manufacturers As- 
sociation and the National Shoe Re- 
tailers Association. 


© Desco Shoe Corp. and its subsidi- 
ary, Rex Shoe Co., Inc., have an- 
nounced appointment of Jerome 
Kramer as general sales manager. 
Kramer replaces Harold Krasner, who 
resigned recently to form his own 
sales management firm. 


@ Edwin Kabat has been named to 
the newly created position of sales 
manager at Turian, Inc. Kabat was 
fofmerly West Coast sales representa- 
tive for the firm. 


® No decisions were reached at pre- 
liminary talks held last week in New 
York between representatives of the 
Shoe Manufacturers Board of 
Trade and Joint Council 13, United 
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A mellow, smooth, non-stretch leather with calf-like texture and window- 
glass finish. Produced especially for the limited few who make the finest 


casual and semi-casual shoes. 


PY, GEILICH LEATHER COMPANY Boston and Taunton — 
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SALES REPRESENTATIVES 


CEORCE J, ATCHUE 
7 Lexington Ave., New York, N.Y. 
PAUL ZIEGLER 


4604 Langshores St., Philadelphia, Pa. 


SHOE FACTORY SUPPLIES CoO, 
2130 Pine St., St. Louis, Mo. 


WARD & KENNEDY CO. 
1225 N. Water St., Milwaukee, Wis. 
HARRY ALBERT 

3717 N. Inglewood Circle, Nashville, Tenn. 
JOSEPH ZIEGLER 

5612 Glengate Lane, Cincinnati, Ohio 
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Shoe Workers of America, CIO, The 
union asked for a five and one-half 
percent wage increase and the board 
asked for changes in vacation and 
holiday pay provisions and downward 
revision of wage rates. Another ses- 
sion was scheduled for this week. 


© Al Block, formerly of Melrose 
Slipper Co., has joined the executive 
staff of the House of Trimmings, 
Brooklyn firm supplying the casual 
and slipper trade. 


® Frank Zahara has joined M. Beck- 
erman & Sons, Inc., New York, as 
packing room foreman, 


® Wilber Footwear Corp. has filed 
articles of incorporation with the of- 
fice of secretary of state, Albany, to 
produce footwear of all types in New 
York City. 


@ B. O. Ellis of London and B. B. 
Dodd of Madras, India, directors of 
Gordon, Woodroffe & Co., Ltd., 
Madras, will be visiting in the U. S. 
from Oct. 22-Nov. 10. Ellis re- 
cently completed 37 years of service 
in the firm’s hide and skin depart- 
ment in India and was succeeded by 
Dodd in the position. The company 
is represented in the U. S. by Emil 
Buschoff & Co., Inc., in semi-tanned 
skins, and by J. H. Brown Co., Inc., 
New York, in drysalted goat and rep- 
tiles. 


® Gallowhur Chemical Corp., New 
York City, has appointed Pacific Mills, 
Pepperell Mfg. Co., and Cushman and 
Marden as distributors of shoe linings 
treated with Puratized N5X, Gallow- 
hur’s patented chemical preservative 


for shoe linings. 


Wisconsin 


@ Niles Shoe Products - Fitwell 
Brand, a subsidiary of Van Horne- 
Kaestner Leather Co., Milwaukee, 
is presently building a new plant at 
Elkhorn. The plant will cost around 
$100,000 and will have between 15,- 
000 and 20,000 sq. ft. of floor space. 


©A. E. Burgess Leather Co. of 
Grafton, Mass., has registered with 
the Wisconsin secretary of state in 
Madison to do ‘business in Wisconsin. 


® Allen W. Cadwell, executive vice 
president of Freeman Shoe Corp., Be- 
loit, has been appointed to the advi- 
sory committee of the Wisconsin in- 
dustrial commission on fair employ- 
ment practices. His term will expire 
Sept. 1, 1954. 


© The Wisconsin State Employment 
Agency reports a total of 8,300 work- 
ers employed in the state leather in- 
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dustry during Sept. as compared with 
10,000 workers a year ago and on 
Jan. 1, 1951. The work week in shoe 
factories was reported as averaging 
40.2 hours in July but fell to 38 
hours in Aug. 


® Florsheim Shoe Co., Chicago, is 
presently negotiating with United Shoe 
Workers of America, CIO, for a new 
1951-52 contract. The union is re- 
ported seeking a 12 cents hourly wage 
hike to complete the USWA plan for 
a 20 cents hourly increase since Korea. 
The company granted an eight cents 
hourly hike in the present contract 
which expires Oct. 31. 


© Swift & Co. has announced the 
appointment of Harold Kelley as 
superintendent of the G. H. Ham- 
mond plant in Chicago, Swift subsidi- 
ary. Kelley was formerly assistant 
superintendent at the Swift plant in 
Kansas City. He first started with 
the firm in 1921. 


®@ The Hide and Leather Associa- 
tion of Chicago will hold its annual 
banquet and stag on Thursday eve- 
ning, Oct. 26, at the Michigan Room 
of the Edgewater Beach Hotel. Res- 
ervations are available by writing to 
the group at Room 620, 300 West 
Adams St., Chicago. Jack Buckley 
is secretary. 


Pennsylvania 


@ The 38th Mid-Atlantic Show 
has been scheduled for Jan. 19-23, 
1952, at the Penn Sheraton Hotel, 
Philadelphia. Applications have al- 
ready been mailed to prospective ex- 
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ARKO ARKO FAT LIQUOR LM:- 


MUMUTINTISIA, ‘cont lcothor Excelent for uitetin plovend garment 
FORMULATED 


ARKO FAT LIQUOR LC:- 
FOR PERFECT leather. 


A superior oil for deer, pig, cape and cabretta glove 
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SU ARKO FAT LIQUOR D:- 


For very fine suede leathers where dryness, nourish- 
ment and stretch are required. 
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Tanners 


@ Use Clinton's special prepared, laboratory tested 
products to assure unvarying uniformity. 

CORN SUGAR CORN SYRUP 
CORN STARCH LACTIC ACID 


Over 44 years experience behind Clinton’s 
laboratory service to tanners. 


CLINTON FOODS INC., CLINTON, IOWA 











ISAACSON HIDE & SKIN CORP. 


Brokers © Receivers © Tanners’ Agents 


HIDES and SKINS 


A PRACTICAL HIDE AND SKIN SERVICE 
FOR ALL DIVISIONS OF THE INDUSTRY 


Dependable Shipper Connections Throughout U. S. and CANADA 


210 LINCOLN STREET, BOSTON 11, MASS. 
TEL.: HU bbard 2-0513 — 2-0514 








October 20, 1951 


LEATHER and SHOES 











yt UNIFORMITY 
‘TANNING LIQUOR 


With 


NSUL $02 


THE ANSUL CHROME 


i 
yr 





SIMPLICITY OF CONTROL —Easy,, 
per metered discharge of Ansul' | 
a Sulfur Dioxide is regulated tH Reeser 
controlled with a single small 1] | aes installa: 

titi son for uc- 


valve. LL | ing an experi- 
H\y mental plant- 


UNIFORMITY: — Absolute, day-after- tH 1 size batch of 
day, uniformity of chrome tanning WT | {Tl} ning liquor. 


liquor batches. 


J raster — Reduction of tanning 
liquor by the Ansul Method re- 
quires only half the time of other 
methods. 


SAFER — Ansul Liquid Sulfur Diox- 

<a. % - The multiple benefits of the Ansul 
ide is easy and safe to handle, elim- Chrome Reduction Method of prepar- 
inating cumbersome operations in- ing chrome tanning liquor have been 


volving hazardous liquids. proved by actual operating experience 

in several leading tanneries . . . and 

QUALITY — the tanning liquor is you too, can prove them in your own 

masked to produce a leather having ors hear pertuata gig oes Reor ged tech- 

rime characteristics of full, round canal ener | _ ads wine Ge vssons 

eel and fine break, unsurpassed by the necessary equipment for a test run. 
any other method of preparing Cele veck dined 


chrome tann li ¥ 
ing liquor. Bulletin No. L-950.1. 
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hibitors with 350 display rooms re- 
served. The event is sponsored by 
the Middle Atlantic Shoe Retailers As- 
sociation and the Shoe Travelers Asso- 
ciation. Cal J. Mensch is secretary 
and shoe manager. 


Ohio 


® Harold Elliott has resigned as ex- 
ecutive vice president of Prima, Inc., 
Columbus manufacturer of dance 
footwear. 


@ Joyce, Xenia, Inc., branch of 
Joyce, Inc., of Pasadena, Cal., has 
started cutting and fitting room op- 
erations at its new plant in Xenia. 


Mississippi 

® Mississippi’s first shoe factory, Foot 
Caress Shoes, Inc., with home offices 
located in Rochester, N. Y., is re- 
ported ready to produce finished shoes 
in Ripley. The plant will have a 
capacity of 2,500 pairs of women’s 
high grade welt shoes and will even- 
tually employ some 350-400 workers, 
of which 90 percent will be women. 
The building cost $250,000 and con- 
tains about $100,000 worth of shoe 
machinery. 


Minnesota 


©@ LaGrange Shoe Corp., Red Wing, 
was closed down late last week when 
some 125 workers, members of United 
Shoe Workers Local 211, went on 
strike after the company failed to 
reach an agreement on a new con- 
tract. The union is demanding a 
10 cents hourly wage increase, union 
shop, six paid holidays, and additional 
health and welfare benefits. The 
company made a counter-offer of six 
cents per hour. Five conciliation 
meetings with the state labor concilia- 


tor have failed to break the deadlock. 


Georgia 


® Sol Waxelbaum, well-known foot- 
wear manufacturer at Suwanee, is re- 
ported to have quit the shoe industry 
and converted his plant to finishing 
furniture. He formerly operated 
Spunky Shoemakers, producer of wom- 
en’s casuals. 


Missouri 

®@ The new spring line of Vitality 
Division of International Shoe Co., 
St. Louis, has already been presented 
to salesmen at a recent sales conven- 
tion held in St. Louis. The new line 
has been priced to retail at lowered 
price range of $10.95 to $12.95. Vi- 
tality’s line of Wanderlust flats and 
casuals will retail at prices starting 
at $8.95. 
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Tennessee 
® General Shoe Corp., Nashville, 
is expected to have record sales of 
more than $100 million for the year 
ended Oct. 31 as compared with $84 
million in fiscal 1950. Higher taxes, 
however, are expected to hold earn- 
ings to about $4 per share against 
the $5.04 reported last year. Rise in 
sales is partly due to acquisitions of 
Nisley Shoe Co., Columbus chain, 
and Johnston & Murphy, Newark 


men’s manufacturer. 


Canada 

® Production of leather footwear in 
Canada during July fell to 1,901,766 
as compared with output of 2,590,460 
pairs in June and 2,026,975 in July 
1950. The decrease from June was 
due to many plants closing down for 
vacations, according to the Canadian 
Government. Cumulative output for 
the first seven months of the year is 
20,149,422 pairs as compared with 
18,794,462 in the same period last 
year. 


LINCOLN 
and 
SON 
Inc. 
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COUDERSPORT 
PENNSYLVANIA 
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TANK CARS| 


WILLIAM Whitman COMPANY, INC., 


ARLINGTON DIVISION 


261 FIFTH AVENUE, NEW YORK 16, N. Y. 
Telephone: ORegon 9-1000 





SYNEKTAN 0-230—A fp oo syntan, combines with all cit extracts. 
Practical for any type of g or ret 
SYNEKTAN NPP—For pastels | in dyeing, produces full shah leather. 
SYNEKTAN NCRP—In combination tannage; or in dyebath for chrome 
stock for better grain. 
TANASOL NCO (Beads or Powder) TANASOL D (Liquid) 
With extracts, for lower costs and good color. 
TANASOL PW (Beads or Powder)—Bleaching chrome stock; also on 
chrome stock fr level dyeing and pastel shades. 
SULPHONATLD OILS (Various Bases) 
MONOPOLE OIL (for Finishing) 
EMULSIFIERS AND DETERGENTS—For good degreasing. 

Samples and information upon request. 
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Los Angeles, Cal. 








Use LES WANT ADS 


for sale of machinery, equipment, supplies, plants, etc. 


They get results—only $2.50 per inch 
Send copy to Leather and Shoes, 300 W. Adams St., Chicago 6, Ill. 
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SHOE FAIR 
(Continued from Page 13) 


“The shoe retailer during 1951 has 
been faced with a squeeze. His 
markup has been frozen by the Gov- 
ernment and his expenses continue to 
mount. He may have the opportunity 
to buy what looks like fast moving 
merchandise, but he does not have 
the opportunity to take advantage of 
a greater markup on this merchan- 
dise. 

“This effect is brought about by 
current Government controls and the 
retailer must abide by these controls. 
Because of mounting overhead and 
frozen markups, the retailer must be 
exceptionally careful in his pur- 
chases and make a determined effort 
to reduce his markdowns. The mark- 
down is the only expense item over 
which he actually exercises control. 


“Inventories rose during the past 
year partly because dealers were 
guilty of scare buying after military 
reverses in Korea, partly because 
prices increased and partly because 
retail business was not as good as 
expected. 


“Consequently the retailer has 
more money tied up in inventory than 
is justified by his present volume of 
business. Therefore he is making a 
determined effort to sell what he has 
on his shelves rather than make ad- 
ditional purchases. To pay his bills 
to the factories he must convert his 
on-hand merchandise into cash. 


Gradual Balance 


Under this operating plan, his in- 
ventories and sales are gradually 
coming into balance and he is ap- 
proaching the position where he can 
again step up his purchases. With 
satisfactory fall business, inventories 
should be in good shape and consid- 
erable buying should be done at the 
National Shoe Fair. 


“Hide and leather prices have 


dropped from the high level of the 
first part of the year. An improve- 
ment in retail business will result in 
a demand on manufacturers. When 
this occurs I earnestly hope the hide 
and leather industries will not take 
too great an advantage of the situa- 
tion as they did a year ago and force 
prices back up to the high levels they 
reached at that time. 


“Whenever consumers feel prices 
of a particular commodity are too 
high they put on the brakes and make 
the commodities they already own do 
a little longer. That, to a large ex- 
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YOU PLAY SAFE! 


No Risk... when you 
order on a 60-DAY 
FREE TRIAL BASIS. 


Order one today...Pay 
nothing unless you keep 
4 it after a 60-day trial. 


KVirvcKERBWO'C 


RESINATED RUBBER CUTTING PADS...FOR 
BETTER DIE CUTTING ON CLICKING MACHINES 


Same NO RISK terms for Laminated Blocks... ANY SIZE... 
For Dinkers or Beam Presses 


Export Business Welcomed...A Few Distributorships Available 
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SEWING SILKS 


Ob 
GEUDEBR 


@ MACHINE TWIST 

@ FELLING SILK 

@ BUTTONHOLE TWIST 

@ SILK FOR HAND SEWING 


Send today for TESTING 
f SAMPLES in either silk 
In the Eye or nylon 
of the Industry 
Since 1870 


pudebrod Bros. Silk Co., Inc. 


PHILADELPHIA 7, PA. 


Bronch Offices: Chicago, Rochester, New York, Baltimore, Boston, Cincinnati, Los Angeles, Gloversville, N. Y. 











Inquiries invited for 
INDIAN VEGETABLE TANNED KIPS AND CHROME TANNED 
KIPS IN CRUST CONDITION. 


EASTERN TANNERIES LTD. 


MAJID AHMAD ROAD KANPUR, INDIA 
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tent, is what happened during the 
past year in the shoe business. One 
must also take into consideration the 
fact that consumers, too, have been 
caught in a squeeze with rising liv- 
ing costs on the one hand and no 
drop in obligations incurred in the 
purchase of hard goods on the other. 

“But, after all, over a period of 
time the per capita pairage consump- 
tion of shoes has not varied, and [| 
believe this year’s final figures will 
be no exception. 

“For the coming season, retailers 





SHOE RETAILERS 
SHOE FAIR 
JOINT COMMITTEE 
Top Left: L. E. Langston; Center: 
Edw. C. Orr; Right: Owen W. Metz- 


ger; Bottom Left: George B. Hess; 
Right: Albert Wachenheim, Jr. 





should so design their purchases that 
they will have, and promote vigor- 
ously, shoes which will demand the 
consumers’ greatest attention. 

“Our industry is in a period in 
which greater effort must be devoted 
to better promotion of shoes at both 
the manufacturers’ and_ retailers’ 
levels. The public must continue to 
be made more shoe conscious with all 
the devices at the industry’s com- 
mand, 

“Only by this means can the shoe 
industry expect to get its just promo- 
tion of the consumer’s dollar. The 
industry will lose that proportion if 
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every effort is not made in this 
direction.” 

But competing closely with prices 
for prime attention of buyers will be 
the new lines introduced for Spring 
and Summer. Shoe designers and 
pattern makers, unlike practically all 
other branches of the shoe industry, 
have been extremely busy over the 
past months. Among these people it’s 
an axiom: “When shoe business is 
tough, we’re busy.” Manufacturers 
have been desperately seeking new 
styles and patterns to stimulate sales. 

Hence, it’s expected that the 1300 
exhibit rooms will display the larg- 
est array of new shoe styles seen in 
many years. Many manufacturers 
are reported to be making a strong 
bid to introduce styles that are really 
different in the hope that one or two 
may magically click and become a 
runaway seller, Styles as a whole, 
however, are sticking to the “tried 
and proven” patterns with seasonal 
variations. 

As always, when conditions in shoe 
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KID LEATHER . . . as exemplified 
by Dungan, Hood ... really “has 
what it takes” to create enduringly 
beautiful high fashion shoes. 


Definitely recognized as “the fash- 
ion leather,” Kid possesses a rich 
lustre, a beautiful texture and a 
soft, supple, glove-fitting manner. 


Kid Leather is incomparable, too, 
for achieving those important deli- 
cate accents which distinguish fine 
fashion footwear. 


Dunganthood 


FINE KID LEATHERS 























Sales Agencies: 


Max Rosenberg, Inc. 
177 William St. 
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BLACK GLAZED KID 


“307 E. 4th St. : BLACK SUEDE KID 
ee, Te 

eo oO. 

7 . 

eee DUNGAN, HOOD & CO., INC. 

sre Soe om Siubilihed 1870 

HANOVER, PA. 

RC. tears ‘ 240 W. SUSQUEHANNA AVE., PHILADELPHIA 22, PA. 
* ee 83 SOUTH STREET, BOSTON 11, MASSACHUSETTS 
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business are confused and uncertain, 
attendance at the Shoe Fair tends to 
reach record highs. This is expected 
this year. Buyers are extremely anx- 
ious to settle their minds on price 


Though the Fair opens officially on 
Monday, October 29, most exhibitors 
will be open for business on Sunday. 
The annual meeting of the National 
Shoe Manufacturers Association is 


Chicago. The Fair will be housed 
in the customary four hotels: Palmer 
House, Stevens, Morrison and Con- 
gress. The usual free bus service be- 
tween these hotels will be available. 


and style outlook for the coming sea- : 
teh nad make their plans cadet scheduled for the evening of Monday, 
ingly. October 29, at the Palmer House, 


— END — 


CHROMALINE 
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LINING SPLITS 


W. MILENDER & SONS 


107 SOUTH STREET, BOSTON 11, MASS. 


EXCLUSIVE SALES REPRESENTATIVE: 
MILO TANNING CORP., SOUTH PARIS, MAINE 


S| 1 Agency, 193 William St., New York City; C. 0. Chapline Co., 4016 N. Wilson Drive, Milwaukee 11, Wisconsin; 
ae ’ 'S. Felbelman, 819 Santee St., Los Angeles, Calif. 
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SHOE BUSINESS 
(Concluded from Page 18) 


expected. When prices fall, consum- 
ers tend to expect further declines. 
As a result, they hold out purchases 
as long as possible. Or until they 
realize that the bottom of the decline 
has been reached. 

Thus, there is a lull, a period of 
waiting, between price declines of 
goods and resumption of wholesome 
purchases. It is just this period that 
the shoe industry is now experienc- 
ing. But the end of that period is in 
sight. Why? 

First, because further large-scale 
and substantial price cuts are impos- 
sible due to the relative firmness of 
raw materials, labor costs, taxes, and 
other costs factors that show no sign 
of softening and many signs of hard- 
ening—such as, for instance, labor 
costs. And profits offer no surplus 


meat from which shoe prices can be! 
| 


lowered further. 

Second, employment continues at 
near-record highs in the over-all pic- 
ture, even though some industries 


have shown declines. And employ- ~ 


ment at record wage levels. 

Third, savings are now at the high- 
est level since war’s end—an enor- 
mous backlog of purchasing power if 
lured by the proper attractions. 

Fourth, the enormous government 
military spending program amount- 
ing to around $75 billions for 1952, 


and still higher for 1953 (around 
$90 billions.) 

These four points add up to a sig- 
nificant fact: It is without historical 
precedent that a nation and people 
can experience such high levels of 
employment, wages, savings and gov- 
ernment spending and turn their 
back on consumer expenditures. In 
short, you cannot have high pros- 
perity on one hand and low business 
on another. It is economically im- 
possible. 

It will be argued, of course, that 
the “impossible” has happened, as 
demonstrated by business conditions 
over the past months. But all periods 
of prosperity have temporary periods 
of lull, as was witnessed by the shoe 
industry in 1948 and 1949, for ex- 
ample. The important point to re- 
member is that in periods of over- 
all prosperity the periods of lull can- 
not be prolonged. The business de- 
cline that began in about April of 
this year and has continued to the 
present is an extraordinarily long 
one considering the high level of em- 
ployment, wages, savings and gov- 


“ernment spending. 


And therein lies the very assur- 
ance of a wholesome level of busi- 
ness—including shoe business—in 
the offing. The break, the resumption 
of wholesome normal purchasing, 
could well start before the year is out, 
and certainly by the first of the 
year. 


Shoes, in particular, are in line 
to see these wholesome buying con- 
ditions shortly. Were we discussing 
television sets, jewelry, radios, fur- 
niture or other such items, the varia- 
bles of “public buying mood” would 
make the outlook unpredictable. 
There is a far less stable condition 
of consumer buying in these times. 


But in footwear the pattern of con- 
sumption stability relative to popu- 
lation is a half century old. And 
though the shoe industry experiences 
its ups and downs, its long-run rec- 
ord has always shown. stability. 
Hence, if 1951—particularly the last 
half—shows a serious production and 
sales slump, it is virtually certain 
that famine must be followed not 
necessarily by feast but at least by a 
square-meal diet again. 


The shoe industry must never, 
whether in periods of optimism or 
pessimism, forget a dynamically 
basic fact: people in any given year 
will wear out a given number of 
pairs of shoes—and will require a 
given number of replacement pairs 
represented by new purchases. And 
when buying falls off, the wear of 
shoes continues, serving only to 
hasten the day and need of replace- 
ment on a normal scale. In the light 
of this, the shoe industry should 
recognize that its days of woe are 
just about over—at least until the 
next time. 





tS 


A ‘re in there 
, batting for you... 
We’re in the “Major League” when 


it comes to solving shoe naeenry 


problems. 


It may be the choice of exactly the right 
machine to do a particular job. It might be 
the task of designing a new sewing machine 
part or attachment to speed up production 
.... but whatever the stitching room 
problem, get in touch with a name you can 


trust. 
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Whitmes, Mass. 
Johnson City, N. Y. 





Columbes, Ohio 
Cinciaaati, Ohio Milwaukee, Wis. 


BRANCH OFFICES: 
Chicago, Ill. 


Kitchener, Ont. 
St. Louis, Mo. 


Toms River, N. J. 
Los Angeles, Cal. 











A comprehensive 


fashion 
service 





Fashion sells shoes! It’s the basis of idea-promotions that 

augment traditional selling activities. PPSSA, as part of 

its policy of continuing service to the Popular Price Indus- 

try, has devised specific tools to translate Fashion into 

profit-dollars for Popular Price retailers and manufac- 

turers: Z. Year-round scouting of all fashion influences, 

here and abroad. 2. Coordination with editorial trends of 

leading fashion publications. 3. Sounding-board counsel Popular Price 

with PPSSA style committees. #4. Periodic fashion bul- Shoe Show 

letins to the trade, digesting and forecasting important . 

trends, (Last season we forecast the emergence of the of America 

Dressy Spectator, the TV Shoe and popularity of Mesh.) 

5. Pate publicity to create amratiates ot fashions NOVEMBER 25 TO 29 + HOTELS NEW YORKER & McALPIN 

and values in popular price shoes. @. The only Industry SPONSORED JOINTLY BY 

Fashion Show in the Popular Price Market. The National Association of Shoe Chain Stores 
You’re invited to attend the unique Spring 1952 The New England Shoe & Leather Association 
Fashion Presentation Nov. 26th, 27th and 28th, 

North Ballroom, Hotel New Yorker. 
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Specify 
WINDRAM 
for Better Backing 





.. or for help in solving your toughest backing problems 
whether they involve new styles, new fabrics, special 
materials or unusual weights. 84 years of experience 
have given Windram the know-how to come up with the 


best answers to any backing problems. 


WINDRAM 


COMBINING—ELASTICIZING 


walily 


BACKING CLOTH and PLASTICS 


WINDRAM MANUFACTURING COMPANY 
Established 1867 
3 Dorchester Street So. Boston, Mass. 
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GLAMOUR 
(Continued from Page 26) 


considerable time and attention to 
working with the market. Twice a 
year, our shoe editor makes pre- 
market trips to the shoe centers, to 
discuss with manufacturers their 
plans and promotions to make avail- 
able to them our earliest fabric and 
ready-to-wear findings, to work with 
them on special ideas and develop- 
ments, either of the manufacturers 
or of Glamour. 


Shoe Field Blanketed 


Additionally, we cover the shoe 
fairs, and make selections from the 
manufacturers lines of new patterns 
—with our future issues and ideas 
planned as firmly as possible so that 
as many shoes as possible may be 
used. Our fabric and merchandise 
editors are available to manufac- 
turers for specific consultations, as 
are our fabric and other exhibits, 
staged at the most advanced dates 
possible before the opening of the 
shoe season. We do merchandising 
aids, special mailing and the like— 
directed specifically toward the shoe 
group. 

On the manufacturer’s end of the 
stick, Glamour acknowledges grate- 
fully the increasing willingness and 
cooperation of the manufacturers in 
providing us with the help we need 
to meet the demands of our pro- 
gressing attention to shoes. More and 
more of them each season take the 
trouble and time to have patterns 
graded by hand to sizes we must have 
for models shortly after their lines 
first appear—and to have the shoes 
made in special patterns and colors. 
Between seasons, many of them make- 
up for us, on extremely short notice, 
shoes which we require for rushed 
sittings. 


Cooperation Helpful 


Their cooperation is particularly 
appreciated, because they provide 
these shoes for us with the under- 
standing that we can never be sure 
that pictures will not be cropped or 
that a last minute change of models 
will not ensue, so that the shoe may 
not be used. About this, an ever- 
growing group of manufacturers has 
been kind and understanding. It is 
our hope that more and more of this 
kind of relationship will develop— 
since, because of instances of this 
variety, many shoes that might not 
otherwise have appeared because of 
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© GENUINE SHELL CORDOVAN BUTTS @ VEGETABLE CALF 
Imitated but never equalled. The outstanding aniline “IT'S TIMBER TANNED" 


leather — soft for comfort, long wearing with lasting Tanned with care by experts—Soft, mellow, long wearing, 
beauty. "“Horween Cordovan" is specified by leading —smartly finished—"The Luxury Leathers," for specialties 
manufacturers and retailers. and shoes. 


SIDE LEATHERS 


@ FINEST QUALITY GRAINS © HEAVY LEATHERS 
GLENGARRY CORRECTED Chrome, Vegetable and combination tanned. Leathers 
Beautiful finish, rich appearance and unusual wearing that combine service and economy. Black and colors. 
qualities. A high grade leather for high grade footwear. 


NEW YORK 
HERMANN LOWENSTEIN Inc. 
26 FERRY STREET 


ORWEEN LEATHER COMPANY: BOSTON 


KAYE and BARNES, INC. 
2015 ELSTON AVE., CHICAGO 14, ILLINOIS os SOUTH SIRE 
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ASSURE YOU OF QUALITY 


BLACKITAWK TANMIERS 


2171 S. FIRST ST. MILWAUREE 7, WIS. 


W. A. Holcomb D.C. Kennedy Co. A. J. & J. R. Cook Co. Horace H. Beaven Co. 
Cincinnati St. Louis San Francisco Nashville 
io Mo. Los Angeles Tenn. 











ONCE =—THEN ALWAYS 


Transmission, Bridle, Strap 
Hydraulic Leathers 
Oak, Chrome, Combination Tan 


HANS REES’ & SONS 


39 Frankfort St. Tannery at 
New York 38, N. Y. Asheville, N. C. 


SUPEREES-the superlative leather! 
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space limitation and the demands of 
every market for coverage, have been 
included in our editorial pages. We 
are making a conscious effort to 
show more and more varied shoes— 
and we hope that, eventually, all 
manufacturers will be willing to work 
with us on this mutually beneficial 
basis. 


Glamour believes that it is an im- 
portant part of our job to introduce 
and sponsor new fashions in shoes 
and fresh ideas for color, leather and 
pattern, since it is from initial pres- 
entations and fostering of news that 
an ultimate selling fashion is estab- 
lished. This kind of fashion sponsor- 
ship requires a small-scale begin- 
ning—in some cases, limited runs of 
shoes on the manufacturer’s part 
and a willingness to face mark- 
downs on the part of the retailer. 
Because of the costs and the tech- 
nical problems involved, many man- 
ufacturers and retailers are unwill- 
ing to work with us on editorial 
presentations of this kind. Those who 
have will have found it to their ad- 
vantage and, ultimately, a boon to 
the industry. As the shoe business 
becomes more and more promotion- 
minded, surely many more will find 
it worthwhile. 


Record Talks 


When it comes to considering how 
much space Glamour devotes to shoes 
as compared to other accessories, 
the record speaks for itself. For this 
year through the August 1951 issue 
we devoted: 10.53 pages to dress 
accessories; 9.39 pages to hats; 13.48 
pages to lingerie, and 21.01 pages 
to shoes. For that eight months pe- 
riod there were approximately 240 
editorial pages that could be credited 
available to the editorial staff for 
their presentation of all fashion mer- 
chandise—a showing of 8.75 percent 
for shoes. 


L & S COMMENT 


This magazine shows not only 
an awareness to the promotion 
problems confronting the shoe 
industry but an eagerness to help 
resolve them, as evidenced by its 
services available to shoe manu- 
facturers. 

The August issue of Glamour 
speaks for itself, including three 
full pages devoted exclusively to 
shoe styles, as well as pictures of 
19 other shoes contained among 
37 accessory items spotted on 
three pages, two of which are in 
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in Your Shoes with 


THE NEW GOODYEAR WELT 
Indenting Machine—Model C! 


Clean, sharp, uniformly placed indentions on the welt will do for the shoe what 
the frame does for a picture — set it off to best advantage. When you modernize 
your indenting equipment with a Goodyear Welt Indenting Machine — Model 

C, you get a machine that has all these improvements over the machine you are 

now using. 

@ Improved simultaneous pressure and feed result in improved quality. 

@ Clearer, deeper indentations — elimination of forcing by operator gives uni- 
form spacing and depth. 

@ Welt and inseam straining minimized. 

@ Improved wheel guard gives clearer view of work — permits wheeling closer 
to upper. 

@ Damage to upper minimized — wheel stationary until work positioned and 
pedal depressed. 

@ Less operator fatigue because (1) heavier work table absorbs vibrations (2) 
less foot pressure required (3) angular mounting of shoe-contacting parts 
assures easier feeding. 

@ Heel seats can be wheeled without change of fittings. 

@ Wear greatly reduced — automatic splash oiling results in smoother operation 
— lower maintenance costs. 

For better results and low maintenance, the Goodyear Welt Indenting Machine 

— Model C deserves a prominent place on your equipment replacement list. Get 

complete details from your United representative. 


United Shoe Machinery Corporation 
BOSTON, MASSACHUSETTS 
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color. However, only one pair of 
shoes is pictured as part of a 
ready-to-wear costume. This is a 
pair of loafers shown with a 
sports outfit . . . credit line to 
manufacturer only. On one other 
prominent page, the model is 
pictured full-length and is wear- 
ing a pair of simple pumps. 
Credits here went to jacket, skirt, 
fabric, designer, hat, jewelry, 
luggage, stockings and lipstick 
. . . Shoes are not mentioned. 
Therefore, although Glamour’s 
breakdown of figures does well 
by the shoe industry—10.53 


pages to dress accessories, 9.39 


pages to hats, 13.48 pages to- 


lingerie, and 21.01 pages to 
shoes—the fact that credits to 
shoes pictured with ready-to- 
wear are practically nil while 
credits in the other categories 
mentioned are far more frequent, 
tends to lessen the apparent ad- 
vantage given shoes by this pub- 
lication. 

Shoe manufacturers may take 
advantage of the magazine's 
services mentioned. Since shoes 
are an integral part of the cos- 
tume and cannot be out of keep- 
ing with the general costume pic- 
ture in order to be saleable, it is 


vitally important that manufae- 
turers and designers keep 
abreast of trends in the entire 
fashion field. The viewing of 
specially prepared exhibits as 
well as cusahetens with those 
whose job it is to gather general 
fashion information are helpful 
in planning the making of shoes 
in keeping with the day’s fashion. 
It must have been through this 
sort of investigation and watch- 
fulness that shoe manufacturers 
this past season came up with 
dark grey fabric shoes, so con- 
sistent with the sudden upsurge 
in popularity of this color. 





Are you having difficulties 


in planning your new shoe selections for the next season: 


WHY SEEK ANY LONGER? 


? 


BRUMAR is published quarterly: Feb- 
ruary, May, August and November. If 
you want the latest creations of Paris, 
London, Brussels, Vienna . . . write 
TO-DAY for a subscription to BRUMAR, 
Dijkstraat, 20, DENDERMONDE, BEL- 
GIUM, or to our representative in the 
U.S.A.: 


Resort to our international shoe fashion 
review “BRUMAR"; 200-22 designs are 
always a marvelous resource for each 
shoe manufacturer. BRUMAR presents 
the most original and finest designs, 
created by the best shoe designers of 
Austria, 











Belgium, France, Germany, 


Great Britain, Italy, Spain and Norway. 
OVERSEAS PUBLISHERS’ 


REPRESENTATIVES, 
66 Beaver Street, New York 4, N. Y. 
for GREAT BRITAIN: 
J. B. TRATSART, LTD., 
London Street, 5, LONDON W. 2. ENG. 


It contains unique models of great 
diversity for ladies, gentlemen, youths 
and children, besides very pretty designs 
of slippers. 






































Experienced shoemakers know and ask for 


“McAdoo & Allen’s” “Liberty Bell” Welting 


“Tons” for Quality 


McADOO & ALLEN WELTING CO. 


QUAKERTOWN, PENNSYLVANIA 
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CHARM 


(Continued from Page 26) 


show shoes as an important acces- 
sory. 


The August issue of Charm con- 
tained a double spread of shoes 
which included a carefully developed 
shoe designed for us by Capezio, espe- 
cially for the working woman. We 
also featured shoes as part of our 
lead fashion story and displayed a 
shoe prominently on another page. 
Shoes were also shown in our “Shop 
Here” column and in a column on 
coordinated leathers. 


But we really should consider the 
September issue of Charm in this 
appraisal of shoe coverage, since the 
two issues were published as a tandem 
with one theme. The September issue 
contained the fall fashion story 
started in August. In the September 
issue we featured a double spread on 
shoes and stockings, and three indi- 
vidual columns devoted completely 
to shoes on other pages. In addition, 
our “Close Ups” department, which 
spotlights accessories shown with 
ready-to-wear in the major fashion 
pages, featured two more shoes. Ac- 
tually, in the first eight months of 
1951, Charm carried an average of 
almost two pages of shoe editorial 
each month. 


Timing Is Problem 


Carolyn Saks, our Associate 
Fashion Editor who covers the shoe 
market, says that the major problem 
confronting the industry is one of 
timing. It seems that shoe manufac- 
turers cannot produce and adapt new 
ideas as quickly as ready-to-wear 
manufacturers because of the time re- 
quired to prepare lasts, grade pat- 
terns, and size the shoes properly. 
This very often makes it difficult for 
an editor to project a story that can 
be supported by all shoe manufac- 
turers. 


This is by no means a criticism of 
shoe manufacturers but merely a 
recognition of the difficulties they 
face in preparing their lines. Since 
we, of necessity, work four months 
in advance of a season it becomes 
increasingly difficult to report what 
is new and interesting in shoes and 
cope with our own deadlines. When 
the shoe industry can solve this situ- 
ation, Charm will be only too de- 
lighted to tell the shoe fashion story 
with extra-special coverage. 


(Turn Page for L & S Comment) 
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WEATHER 


To make your shoes more sturdy, use LEATHEROK 
Heel Base Board on your shoes 
Tough and highly water resisting, LEATHEROK 
gives shoes the added stamina for longer wear. 
LEATHEROK definitely saves you money, too. 


Why don’t you write for your sample today?" 


LEATHEROK® HEEL BASE BOARD IS ALSO MADE IN CANADA BY BENNETT {TD., 
CHAMBLY CANTON, P. Q. AND IN CASEYVILLE, ILL. BY WESTERN FIBRE CO. 


Bridgewater 


GEORGE O. JENKINS CO. ycen 


@ FAST MULLING 
@ GREATER RIGIDITY AFTER MULLING 
@ RAPID FUSING OF LINING AND UPPER 


Ask your supplier for 


Once Used — No Other Will Satisfy 
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Solid and firm tannage, but mellow enough to 
channel well. 


Uniform natural light color. 

Closely sanded flesh side. 

Consistently well-trimmed and uniform weight. 
Meeting all chemical 

and physical require- 

ments to make a 


comfortable and long 
lasting shoe. 


LOEWENGART aND COMPANY 
315 FIFTH AVENUE * NEW YORK 16, N.Y. 


MANUFACTURERS OF GAHNA LEATHERS? 
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Genuine Buck 


is made only from 


Imported Deerskins 


GARLIN genuine buck is 

“THRU-WHITE”. It is finely 
napped and superbly tanned. It meets the exacting requirements of shoe 
manufacturers who will NOT compromise with quality. Value Minded 
buyers prefer genuine buck. 


GARLIN 


& Cco.. INC. 
44. South St., Boston, Mass. 


Sales Agents: William J. Dauer, St. Louis, Mo; 
A. E. Piekenbrock, Milwaukee 3, Wisconsin; 
Walter N. Schafstall, Cincinnati, Ohio; Russ White 
Co., Los Angles, California. 
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L & S COMMENT 


In neither the August or Sep- 
tember issues of Charm is the 
“Shoe Shop Talk” page feature, 
mentioned by Miss Weinerman, 
included. 

In the August issue the double 
spread of shoes with the special 
Capezio shoe was excellent. As 
for the lead fashion story where 
the magazine “featured shoes” 
a photograph of one pair of 
shoes was included on one page 
with pictures of five other acces- 
sory items. This shoe was ac- 
companied by a brief descriptive 
caption including the name of 
the manufacturer, price, and 
where available in New York 
City. The “prominently displayed 
shoe” on another page was ac- 
companied by three other pic- 
tures and carried only a manu- 
facturer’s credit line with price 
and availability in New York City 
and Los Angeles . . . no descrip- 
tion. In the “Shop Here” column, 
including 20 items, one pair of 
shoes was shown. The “column 
on coordinated leathers” was 
placed well back in the book on 
an inside column and pictured 
one handbag and one pair of 
shoes. 


Sometimes Good 


In the September issue, the 
double spread on shoes and 
stockings was good. The three 
individual columns devoted com- 
pletely to shoes were also good, 
although not well placed, all be- 
ing situated on inside columns. 
The “Close Ups” department 
showed two separate pairs of 
shoes along with 22 other items. 

Out of the 170-page August 
issue, approximately 110 con- 
tained advertising. Shoe advertis- 
ing represented over 10 percent 
of this. Shoe editorial ran _be- 
tween three to four percent of 
editorial matter. Not a single 
editorial picture featuring ready- 
to-wear on models (with acces- 
sories) was full length—there- 
fore, no shoes were shown as 
part of the costume. 

It follows from this analysis 
that Charm has been hit hard 
by the problems confronting it 
in presenting shoes, as are ex- 
plained by Miss Weinerman. 
Willingness to show shoes edi- 
torially on the part of Charm’s 
editor is not enough in itself... 
the industry must cooperate. 
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Every Hazardous, 
unwanted tack can be 
electronically located... 


No more overlooked tacks due to “hit or miss” hand 
searching! No more scratches and cuts for the oper- 
ator! You can be assured that shoes will leave the 
factory free from broken or =" side lasting 
staples, insole and toe lasting tacks. 


What It is. The Tack Detector is a compactly de- 
signed, portable machine utilizing heavy duty elec- 
tronic tubes and parts for long and uninterrupted 
service. Placed on a convenient bench, shoes may 
be inspected without removal from the rack by 
means of the probe or wand which is connected to 
the machine by a light and flexible cable. 


| 
with the BAC 


TACK-DETECTOR 


MODEL A 


when wand contacts metal objects. Search is rapid 
as over-all contact of the insole can be made on 
one entry and removal. 


High production . . . Low maintenance. Depend- 

ing on factory conditions, production will vary from 

approximate 6000 pairs daily where the operator 

merely searches the shoes to approximately 2000 

pee where search and removal are performed 
y one operator. Maintenance costs are low. 


For complete details call the nearest United 
Branch Office. 


Heed’ heorkiy Afeant ei UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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VOGUE 
(Concluded from Page 26) 


our readers the complete fashion 
look. 

We believe very strongly in the 
right shoe for the costume, for the 
occasion, and we have always stressed 
the importance in the overall picture. 
Believing as strongly as we do in the 
desirability of the right shoe for the 
costume, we would particularly like 
to call attention to our constant efforts 
to show our readers a variety of shoes, 
making a definite fashion point 
through silhouette, heel height, ma- 
terial and color. 

Naturally, as the shoe editor of 
Vogue, a major part of my time is 
spent in the shoe market, chiefly in 
New York, with periodical trips to 
the New England and St. Louis mar- 
kets. These trips are planned enough 
in advance to allow us to work to- 
gether on any future promotion ma- 
terial. We are in constant touch with 
the shoe manufacturers; many come 
into our office when they are in 
New Fork for discussions about the 
ready-to-wear markets, fabric mar; 
ket, and season’s color story, and sq 
forth. Z 

Through this close contact, we feel 
our and the manufacturers’ promo- 


tional plans are quite well coordi- 
nated. Not only have shoe manu- 
facturers evidenced an interest in 
working in the best possible way 
with our editorial planning, but also 
leading shoe manufacturers have 
asked for our merchandising help. 
To be more specific, they have asked 
us to help them to form their fashion 
ideas and to promote their plans to 
retail stores across the country. 
During the past two years, Vogue 
has prepared written material for the 
salesmen of these companies and in 
a number of instances, our editors 
have personally spoken at their sales 
meetings on the subject of fashion 
trends as they affect the shoe in- 
dustry. We constantly work with 
leading makers of both high-priced 
and volume-priced shoes on their 
styles and colors for seasons to come. 
One of Vogue’s recent developments 
is a fabric prediction chart about 
color and texture for the coming re- 
sort and spring seasons, which was 
mailed this October 5 to members of 
the shoe industry. We prepared a 
fabric chart of this kind in the spring 
and found, to our pleasure, that the 


shoe industry welcomed it; the shoe 


industry has also made specific plans 
for the use of our latest chart. 


L & S COMMENT 


In the August 15 issue of 
Vogue under consideration, only 
one half page, placed well back 
in the book and appearing as a 
sort of afterthought, was devoted 
to shoes. Approximately eight 
percent of advertising pages were 
shoe ads, while less than one 
percent of editorial matter was 
given to shoes. 

Also, had not the industry 
been aware of the stress on ele- 
gance and femininity launched 
by ready-to-wear and quickly 
picked up by accessories, the 
tapered, narrow silhouette in 
shoes would not have been pro- 
moted—a silhouette which has 
established itself despite all re- 
sistance and which shows prom- 
ise of boosting declining shoe 
sales caused by too-well-estab- 
lished year-or-two-old silhouettes. 

In checking other issues of 
Vogue, L&S found that in sev- 
eral were contained some of the 
best editorial shoe spreads of 
all. However, the majority of 
issues, as far as shoe editorial 
is concerned, were like that of 


August 15. 





DAVIS LEATHER INC. 


TWO PARK AVENUE, NEW YORK 16, NEW YORK 


R. A. Brea—Manager 


Specializing in high grade full chrome calf leathers for the shoe, handbag and novelty trade 
in an extensive range (162 shades) of Ultra High Colors. 


DOMINION CALF LEATHERS 


CINCINNATI—J. R. Kueven, 626 Broadway. 
CALIFORNIA—A. J. & J. R. Cook Co. 
Los Angeles—!220 Maple Ave. 
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SEVENTEEN 
(Continued from Page 27) 


part of magazines, to realize the im- 
portance of accessory editorials, and 
in particular, shoe editorials. Seven- 
teen has followed through on this 
thinking by adding substantially to 
the space given over to shoe features. 
We have been able to use to ad- 
vantage this additional space, mainly 
because a closer relationship now 
exists between the shoe editors and 
manufacturers. Many of the diff- 
culties which are inherent in the 
shoe business have been gradually 
eased. 

However, there is still much that 
can be done. For example, shoe edi- 
tors go to the St. Louis or Boston 
shoe markets or to New York manu- 
facturers’ showrooms prior to the 
Spring and Fall shoe openings to 
see the shoe lines. At this time, ur 
at the openings, an editor selects 
several shoes which she believes will 
fit into her magazine’s forthcoming 
editorial picture. In some instances 
where shoe lines are short, a manu- 
facturer’s line is soon picked over 
and the editors who arrive last are 
disappointed. As for the shoes selected 
by an editor . . . occasionally, a spot 
is not found for all of the shoes 
selected and, as a result, the shoes 
that might have been used by another 
publication are never featured. It 
would be wonderful if a clearing 
house system could be established 
by the manufacturers to work out 
this problem. 

Another difficulty arises from the 
fact that at the time of selection it 
is impossible for an editor to know 
when and how the shoes selected will 
be featured. Consequently, shoe edi- 
tors invariably ask for fast delivery 
of shoes in model sizes (7A) ... 
a shoe in this size affords an editor 
more of a chance to feature a shoe. 
Since shoe manufacturers feature 
sample size 4B and it is expensive 
and a tedious job if the shoes must 
be graded by hand, often they arrive 
after the issue for which they are 
intended has gone to press. 

Then, too, manufacturers may de- 
cide to pull a style from the line 
because the total sales of a shoe are 
small. This is not always discovered 
by editors until store credits are re- 
quested and photography completed. 
Many times the shoe that is pulled is 
one that has real “news” from an 
editorial standpoint. However, we 
would be the first to agree that “news” 
is not of primary importance. The 
shoe, first and foremost, must he 
saleable. 


October 20, 195! 


e now using Heminway & 
t abrasion resistance, 
akes shoes last longer 


manufacturers. ar 
Thread because its grea 
nd extra elasticity m 


¢ Leading shoe 
Bartlett's Nylon 
phenomenal strength a! 
and look better! 
Ask about HEMBOB 
giving you longer ru 
greater production. 


st yardage— 


s—the bobbin with the greate: ~ 


ns without change of bobbin and natur: 


ifth 
rasumunas aaa ET Me: Senn 
or . . . A * 
ag eck N. C., Chicago, it. St. Louis, Mo 
Cincinnati, Ohio, San Francisco, Calif., 


HEMINWAY:s BARTLETT 


/ f a | 
Manufacturers of (Vlulow Wad 
6 








SOLE LEATHER 


“There Is No Better Leather" 


L>_<6 
J us A ‘SS 


FINEST ALWAYS 
BELTING LEATHER 








BENDS 
STRIPS 


TAPS 


BELLIES 
HEADS 


BEND BUTTS 
SHOULDERS 


PHILADELPHIA 6, PA. 
“Leather for Health” 





LEATHER and SHOES 





LEAS & McVITTY, Inc. 











We believe that is is important 
for a manufacturer to make a defi- 
nite decision on what to feature as 
early as possible, to plan his pro- 
motions as soon as this is accom- 
plished, and to work closely with 
retailers and magazine editors. 


We do feel that with the earnest 
cooperation of trade publications, 
manufacturers, retailers, and shoe 
editors, shoes will attain their right- 
ful place in the fashion picture. 


L & S COMMENT 

Miss Mack, whose territory is 
the shoe industry, suggests that 
a shoe manufacturer “make a 
definite decision on what to 
feature as early as possible, to 
plan his promotions as soon as 
this is accomplished and to work 
closely with retailers and maga- 
zine editors.” If this is done, a 
definitely more positive story of 
shoe style news can be told to 
the consumer. 
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This plan, however, presup- 
poses that the shoe manufac- 
turer himself is definite about 
what will be a “big shoe” in his 
line. To date, vagueness has 
dominated the women’s shoe in- 
dustry as to what styles should 
be promoted. Numberless sample 
styles are created each season 
with a_ hit-or-miss viewpoint. 
Then the industry waits to see 
what buyer, and ultimately con- 
sumer, reaction to them will be. 
As a result, not until the shoe is 
actually tested on the consumer 
market is any definite decision 
reached. Therefore, national 
consumer magazines, which 
work about four months ahead 
of season, cannot learn from the 
manufacturer which shoe will be 
given the “big push.” 


Promotion Needed 


Manufacturers might do well 
to get together (by various price 
and type lines) and establish a 
few good basic details to be pro- 
moted. Only in this way can a 
positive shoe fashion story be 
told each season. Unless this type 
of system or planning is pos- 
sible, the shoe industry is 
doomed to confusion, accom- 
panied by losses for many, with 
a few getting in an occasional 
“big kill.” 


Editor Willing 

Miss Mack also expresses her 
magazine’s willingness to show 
shoes as much as possible, with 
plans to further its editorial 
presentation of footwear. It 
would be worthwhile for the in- 
dustry to try to resolve the prob- 
lems she, and others, confront. 
The power of these magazines 
to influence the thinking and 
tastes of the fashion-conscious 
woman and girl is tremendous. 
Consideration of the profit pos- 
sibilities through successful pro- 
motions by these magazines in- 
dicates that more is to be gained 
than lost by giving special con- 
sideration to the needs of fashion 
editors. 

Promotion-minded manufac- 
turers should consider her sug- 
gestion that a clearing house for 
editorial use be established. They 
could arrange to meet with 
fashion editors in order to estab- 
lish a workable and practical 
plan. Then more shoes could be 
shown with a wider variety of 
credits being given. 
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N. Y. TIMES 
(Continued from Page 27) 

to be mentioned as often as millinery 
because millinery is a more integral 
part of fashion than footwear. Sec- 
ondly, we think that all will agree 
that it is far easier to photograph 
a pretty hat on a pretty girl than it 
is a pair of shoes on a pair of legs 
cut off below the knee. 

We feel that some of the shoe 
houses do an outstanding job on 
promotion, as for example, I. Miller, 
Slater’s, Joyce, Capezio, Delman, and 
Mademoiselle. Among the leather 
houses, Allied Kid does an excellent 
promotional job. 


L & S COMMENT 

The special 40-page supple- 
ment to The New York Times, 
Aug. 5 issue, entitled “College 
Fashions,” contained no shoe 
editorial. Even when pictured 
with costumes, shoes received no 
descriptive mention, only tiny 
credit lines to manufacturers in 
some cases. One page of editorial 
matter was devoted to acces- 
sories, including pictures and 
descriptions of handbags, gloves, 
belts, scarves, jewelry, and even 


an ornamental imitation flower. 
Shoes were not shown. 

On checking through a subse- 
quent special fashion supple- 
ment, Sept. 9 issue, L&S dis- 
covered that again shoes received 
no editorial mention. However, 
on a half-page spotting acces- 
sories, the following is the tally: 
Eight pairs of gloves; five pocket- 
books; 11 items of jewelry; two 
imitation flowers; two umbrellas; 
one handkerchief; one belt— 
and a single shoe. 

As for never showing lingerie, 
on two prominent ready-to-wear 
editorial pages, petticoats are 
outstandingly shown peeping out 
from hemlines, raised purposely 
to show them. 


| 
HARPER’S BAZAAR 
Shoe Merchandising Editor 


We feel that we have been able 
to maintain an excellent spirit of co- 
operation between shoe manufacturers 
and ourselves in matters pertaining 
to shoe promotions. We cover the 
shoe market thoroughly and we now 
report that any and all problems 





which we may have encountered in 
the past in presenting shoes have 
been ironed out by manufacturers. 

As is the case with a prestige pub- 
lication such as ours, problems which 
may be found to exist elsewhere do 
not enter in. For that reason we are 
always able to obtain any and all 
material we need or request for our 
editorial presentations. We also feel 
that our shoe coverage is at least as 
good as that of any other similar 
publication. 


L & S COMMENT 


The August issue of Harper’s 
contained two  double-page 
spreads, dominated by shoes and 
another single page featuring 
shoes. In addition, on other 
pages shoes were spotted as ap- 
propriate to particular types of 
costumes. In all displays, shoes 
were keyed to the costume. 

A few credits were also given 
to shoes on ready-to-wear pages. 
The tally for this issue of 
Harper’s is as follows: Seven 
percent of editorial pages, while 
not featuring shoes only, promi- ~ 
nently displayed shoes as the — 
key fashion. é 
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MADEMOISELLE 
(Concluded from Page 27) 


have been 22 pages—or nearly five 
percent of all editorial credits. Using 
L&S’s figures of “eight pages spotted 
shoes and accessories,” again two of 
these were in Mademoiselle, leaving 
only six to the other five magazines. 
Shoes appeared on our frontispiece; 
loafers on a four-color page; two 
pages were devoted to shoes and 
bags; a spread of accessories (i 
cluding shoes) tied up to six 
fashion pages in the book; one full 
page black and white skirt page; and 
a four-color page on bright felt shoes. 


On the two-page spread devoted to 
shoes and bags, we show four shoes 
to one pocketbook. The comparison 
of our editorial lineage given in all 
twelve issues of Mademoiselle in 1950 
is as follows: Underwear 4.5; acces- 
sories 2.9; shoes 4.4; millinery 5.4. 
I think that the foregoing figures 
prove that we feel that shoes are as 
important a part of the fashion pic- 
ture as other accessories. 

We have rarely found shoe manu- 
facturers’ promotional plans practical 
to our needs, because we work so 
far ahead. As a fashion publication 
we feel it is our job, in addition to 
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reporting what is new and good and 
appropriate for our readers, to fore- 
cast new  trends—in leathers, in 
colors, in silhouettes. If the fashion 
is important and acceptable, the evo- 
lution of most shoe fashions is from 
two to three years before it usually 
becomes volume. 

We do not believe it is possible for 
the shoe industry, as it isn’t for 
millinery, lingerie, pocketbooks, ho- 
siery, jewelry or gloves, to get to- 
gether, decide a theme and promote 
the same basic details, as suggested 
by L&S. Certainly a promotion that 
would be feasible for a volume house 
would not be indicated for a high- 
fashion manufacturer. The shoe in- 
dustry, is, as we know, naturally 
competitive and therefore one shoe 
company does not let its competitor 
learn its promotional plans. 


Reader Service 

We are in agreement that generally 
shoes do not receive the same atten- 
tion in copy or over-all space as 
ready-to-wear. The amount of space 
allotted to description for a photo- 
graph cannot of necessity be large; 
thus, most of the copy must be given 
to the ready-to-wear fashion—with 
shoes and accessories receiving pro- 
portionate credits. As a matter of 
editorial policy we like to give as 


‘many credits in as many categories 


as possible because we feel that this 
is a reader service. 


L & § COMMENT 

Mrs. Blackwell’s statement 
that, “had the other books done 
as much (as Mademoiselle), 
there would have been 22 pages 
—or nearly five percent of all 
editorial credits,” does not take 
into consideration the fact that 
Mademoiselle’s issue was the 
largest in the lot—384 pages. 

These 384 pages represent 26 
percent of the total of 1468 
pages. The other five books, 
therefore, represent 74 percent 
or 1084 pages. Proportionately, 
if the other five books had done 
as much as Mademoiselle (some 
did as well, if not better, while 
others fell far short) editorial 
percentage devoted to shoes, in- 
cluding Mademoiselle, would 
have totaled 3.25 percent or 14 
and one-third pages, rather than 
the five percent or 22 pages she 
states. 
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She also adds that Madem- 
oiselle contained two of the 
eight pages spotting shoes men- 
tioned. She continues that this 
left only six to the other five 
magazines, Again, considering 
the sizes of the issues, if the 
other books did proportionately 
as much as Mademoiselle, there 
would have been 7.69 pages 
which is less than the eight found. 
Here, Mademoiselle proportion- 
ately did less than the others. 

Mrs. Blackwell then quotes a 
comparison of editorial lineage 
figures, as follows: “Underwear 
4.5; accessories 2.9; shoes 4.4, 
and millinery 5.4. This, she 
claims, proves that Mademoiselle 
considers shoes as important a 
part of the fashion picture as 
other accessories. Certainly not 
as important as millinery or 
underwear. As for “other acces- 
sories,” though these may not 
receive as much editorial line- 
age as shoes, they receive far 
more credits and are pictured 
far more frequently as comple- 
ments to and part of ready-to- 
wear presentations in the book. 


CONSUMER SHOE SPENDING 
(Continued from Page 28) 


1.36 pairs per capita annually in the 
prewar period to 1.45 in the postwar. 
Men’s, however, have slipped badly — 
from 2.13 per capita annual average 
prewar, to 1.94 in the 1946-50 period. 
Reserve personnel serving in the 
armed forces in the postwar period— 
men who might otherwise buy civilian 
shoes—have amounted to only about 
1,500,000, who in civilian life might 
account for fewer than 3,000,000 


pairs a year, and would not change 
appreciably the per capita consump- 
tion figures for men. 


Today, the men’s shoe manufac- 
turers are making and selling only 
about 2,000,000 more pairs annually 
than they did in the 1935-39 period. 
Producers of boys’ and youths’ shoes 
have shown an increase of only 
1,000,000 pairs annually over the 
prewar period. These are the two 
slowest growth branches in the in- 
dustry. 





Table 2 
Comparison of Shoe Production and Consumption 
Prewar and Postwar 


Years 
1946-50 
1935-39 


Shoe Branch 
Women’s 


1946-50 
1935-39 


Men’s 


1946-50 
1935-39 


Misses’ and Children’s 


Boys’ and Youths’ 1946-50 
1935-39 
1946-50 
1935-39 


Infants’ 


Average 
Average Annual Per Capita 
Production Consumption 
209,553,000 3.96 
154,443,000 3.55 


103,377,000 
101,323,000 


55,963,000 
39,642,000 


18,225,000 
17,179,000 


36,956,000 
22,193,000 
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The picture shows up brighter in 
other branches. For example, wom- 
en’s shoe producers in the postwar 
(1946-50) period have been selling 
about 55,000,000 pairs more per 


Misses’ and children’s shoes have 
shown an average annual increase 
of about 16,000,000 pairs, postwar 
as against prewar. And infants’ shoes 
have risen about 15,000,000 pairs 


year than in the prewar period. annually, postwar as against prewar. 
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In the juvenile shoe field there 
are some “explanations.” The low 
prewar birth rate affects the market 
for boys’ and youths’ shoes today— 
the boys and youths of today being 
the infants of the 1935-39 period. 
However, it does not explain the 
virtually static condition of per cap- 
ita consumption of boys’ and youths’ 
shoes. 

While there has been a substantial 
increase in infants’ shoe production 
during the postwar years, due to the 
continuing high birth rate, per capita 
consumption of this footwear has 
remained almost stationary. 


More “Answers” Missing 


The statistics on misses’ and chil- 
dren’s shoes are, unfortunately, 
grouped together. Because of the high 
birth rate over the past decade, pro- 
duction of children’s shoes would 
expectedly show a substantial in- 
crease. But today’s “misses” are the 
infants of the prewar period, when 
the birth rate was low. Hence, if 
misses’ shoes were in a separate cate- 
gory they might show, like boys’ 
and youths’ shoes, only a small in- 
crease. It is likely that the children’s 
shoes account for the great majority 
of increase in the “misses’ and chil- 
dren’s” category. However, there is 
one thing that isn’t “explained”: the 
increase of more than one and a 
half pairs in annual per capita con- 
sumption of misses’ and children’s 
shoes in the postwar period over the 
prewar period. Why are misses and 
children of today consuming more 
shoes per capita than before the war? 
And if there is an answer, why 
doesn’t it apply to boys’ and youths’ 
shoes? 

If there are “answers” to why 
American consumers are spending a 
smaller share of their dollars on 
shoes, the answers must be related 
to specific branches of the industry. 
For example, the women’s shoe pro- 
ducers have held up handsomely. 
They are today producing about 55,- 
000,000 more pairs of shoes an- 
nually than in the prewar years. But 
more important than that, the per 
capita consumption of women’s shoes 
has risen almost a half pair over the 
prewar annual average. Per capita 
consumption is the key figure. For 
to purchase an extra half pair a year 
means that shoes take a greater share 
of the consumer dollar than during 
the prewar years. 

This same pattern has followed in 
children’s and misses’ shoes. But 
why? When women have more to 
spend—as has happened in the post- 


October 20, 1951 





war years—they may tend to spend 
more on fashion or clothing items, 
shoes included. Especially if: good 
merchandising attracts more atten- 
tion to shoes from a fashion stand- 
point. 

But this factor does not apply as 
strongly to children and misses. 
It is possible that a greater style- 
consciousness has arisen among 
young teen-agers consuming “misses’” 
shoes—and hence may account for 
increased consumption. It is possible, 
regarding children’s shoes, that pub- 
licity over recent years has encour- 
aged mothers to buy children’s shoes 
more frequently on the basis of the 
shoes being out-grown rather than 
out-worn. Also, improved economic 
status in the postwar has probably 
allowed for more frequent purchases 
of children’s shoes, thus raising per 
capita consumption. These are 
assumptions, of course, but it might 
be well for the industry, or its specific 
branches, to investigate them. 


Men’s a Puzzle 


The situation in men’s shoes, how- 
ever, is rather a puzzle to untangle. 
There has been an actual decline in 
per capita consumption here. And 
pairage production has risen a mere 
2,000,000 pairs over the postwar 
period. It seems evident that mer- 
chandising and aggressive promotion 
has been lacking in this branch. 

It is very probable that one of the 
main answers lies in the greatly 
increased wearing quality of shoes 
today. Analysis of the statistics seems 
to indicate this. For example, manu- 
facturers of boys’ and youths’ foot- 
wear are making only about 1,000,000 
more pairs annually today than 
before the war, and the per capita 
consumption rate in this field has 
shown only a fractional increase 
—from 1.36 to 1.45 pairs. 

But today, 97 percent of all boys’ 
and youths’ shoes are made with long- 
wearing synthetic soles—the type of 
soling that actually lasts longer than 
the uppers in many instances. And 
today, 56 percent of all men’s shoes 
are made with long-wearing synthetic 
soles. 

Also, in both the men’s and boys’- 
youths’ fields the Bold Look styles 
have dominated for the past three 
years or so. These shoes with extra 
thick soles (leather or synthetic) 
and with extremely rugged uppers 
obviously will wear substantially 
longer than ordinary types — and 
require fewer replacements or new 
purchases. 


October 20, 1951 


However, longer wear is by no 
means the whole answer. For example, 
today 80 percent of misses’ shoes and 
70 percent of children’s shoes con- 
tain the long-wearing non-leather 
soles. Yet per capita consumption of 
misses’ and children’s shoes has 
increased more than one and a half 
pairs over prewar — a phenomenal 
rise. 

Can Inspire Sales 

It is likely that underlying the 
whole problem is something very 
basic: the need for aggressive and 
imaginative merchandising. Where it 
has been done with consistency, the 
results have been good. In the wom- 
en’s field, for example, where per 
capita consumption has risen nearly 
one-half pairs over pre-war, with an 
obvious increase in ,the share of the 
consumer spending dollar. Some of 
this has been due to opening new 
styling fields: for example, the in- 
creased use of casual and play shoes 
for women, which today represents 
extra pairage and a large market 
that was almost non-existant before 
the war. 

In the misses’ branch the opening 
of the teen-age market with “grown- 
up” fashions has inspired extra sales. 
In the children’s field, more use of 
colors and variety of styles has helped 
—along with the medical theme of 
buying shoes more frequently to 
allow for foot growth. 

The infants’ branch, however, can 
perhaps expect to remain static as far 
as per capita consumption is con- 
cerned. Such shoes are almost wholly 
a utility item and are purchased on 
this basis. 

It is in the men’s, boys’ and youths’ 
branches where the aggressive and 
imaginative merchandising needs to 
be done mostly. Unless these branches 
take such aggressive action, the shoe 
industry’s over-all share of the con- 
sumer dollar will continue to decline. 
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SALMON SKIN 
(Continued from Page 31) 


mercially feasible state. Today, 
however, an increasing number of 
shoe manufacturers are sampling 
the leather, and most are enthusias- 
tic about its possibilities as a new 
type of shoe leather—new in grain, 
texture, appearance — to promote. 
Several leading shoe designers are 
likewise excited about its fashion 
potentialities. 

However, this leather is so new 
that it has not had chance to get the 
test reactions of shoe buyers and 
consumers. For the same reason 
it has received no strong promotion 
as yet. However, simply because 
it is a new shoe leather with distinc- 
tive qualities (though it does have 
some resemblance to lizard or snake- 
skin), shoe men who have’ seen and 
tested it believe it should have every 
good chance of shoe buyer and con- 
sumer acceptance—and possibly en- 
thusiastic reception. It may be one 
answer to the perennial search for 
“something new.” é 

The distinctive natural pattern of 
salmon skin leather cannot be dupli- 
cated artificially, because each skin™ 
varies from another. Seldom doy 
skins match both from grain size and) 
pattern. This tends to give an “ex-9 
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clusive individuality” to each pair 
of shoes. 

Salmon skin, despite its delicate 
appearance, is extremely strong and 
durable, though the skins themselves 
are soft and pliable. This is another 
asset in its application to footwear. 

The potential supply of salmon 
skins is, of course, enormous. The 
great salmon runs of Alaska, where 
most salmon are caught, occur dur- 
ing the four or five weeks of June, 
and that brief period is the salmon 
season. Up until very recently, how- 
ever, there was a vast chasm between 
the potential skins and those suitable 
for tanning. The early skinning 
machines damaged the skin, for only 
the fish rather than the skin had 
commercial value. 

Recently, however, a fishery com- 
pany devised a new type of skinning 
machine ‘specifically for the purpose 
of using the skin for leather. This 
new machine splits the fish through 
the middle. It is, by necessity, a very 
delicate apparatus so that the skin 
isn’t damaged nor the food value 
of the fish destroyed. This machine 
differs from ordinary splitting ma- 
chines used in the tanning industry. 
The removal of the skin by separat- 
ing-knife blade isn’t controlled by 
hand, as with calfskin, for example. 
Because the skins are small it would 
be too time-consuming to do it by 
hand. 

Salmon skins are approximately 
the weight of alligator lizard—me- 
dium to light weight. Thickness 
rarely varies, because they can be 
shaved to required thickness. The 
skins are irregular in shape, some- 
what paddle-shaped. They run, on 
an average, from about 6 inches in 
width to 15 inches in length, with 
the larger skins running about 18 
to 21 inches long. 

For shoe purposes, backing re- 
quirements may vary. The skins are 
very tough, may not need backing 
at all, though in these cases the shoe 
would be lined, of course. Perhaps 
most shoe firms would back it. As 
to cutting this leather, it would be 
about the same as cutting snake- 
skins. 

Upon arrival in the U. S. (the 
skinning is done at the Alaskan 
fisheries) the skins are sorted and 
selected for size and quality and 
shipped to the tannery. Here the 
skins are soaked and prepared for 
de-scaling. This de-scaling is an 
extremely delicate operation requir- 
ing great skill and absolute control. 
The scales are actually removed, 
leaving only the “scale pattern.” A 
drum-shaped feeding mechanism ro- 
tates under a rapidly oscillating 


blade. This blade splits off a thin 
grain membrane, at the same time 
removing the scale. The scales are 
cut off at the “roots.” This elimi- 
nates the raspy surface condition 
which is prevalent in most aquatic 
type skins. This mechanical de- 
scaling process is necessary because 
so far there has been found no way 
to chemically de-scale salmon skins 
as other types of skins are de-haired. 

In the earlier type of salmon skin 
leather there was a raspy, scaly sur- 
face to the leather. And though this 
gave it a distinctive quality or tex- 
ture, it had one handicap: the scales 
might easily snag a delicate silk or 
nylon stocking. 

This has now been eliminated. 
The finish is smooth, though the sur- 
face can give a grained feel to the 
touch, or can be absolutely smooth, 
as desired. Ironing or compression 
means can make the difference. How- 
ever, this removes the hazard of 
snagging. And, of course, the basic 
scale pattern is always clear and dis- 
tinctive to the eye. 

It was necessary to devise a new 
tanning method to process these skins 
successfully. Though there are 
many ways to tan them, the really 


. successful methods are very few. 


Aquatic skins are the product of 
cold-blooded animals as differentiated 
from the skin of mammal species. 
Therefore, the skin doesn’t lend itself 
as readily to ordinary tanning proc- 
esses as do the hides or skins more 
commonly tanned. Naturally, great 
modifications of the tanning tech- 
niques and interchanges of various 
chemicals must be used to prepare 
the skins for tanning, as compared 
with regular beamhouse practices. 
The tanning process is modified to 
accommodate the radical changes 
which have taken place in the beam- 
house. All these operations require 
extreme care and adequate control 
of temperature ranges. 

It is possible to dye salmon skins 
to give a wide range of lovely col- 
ors. The surface of the skin lends 
itself exceptionally well to light col- 
ors, and to two-tone effects. In dye- 
ing, the scales themselves appear 
paler in color than the background. 

The actual dyeing of salmon skins 
isn’t very different from that used 
in dyeing reptiles or other types of 
leather. Salmon skins are analine- 
dyed with a very high quality sea- 
soning compound used to bring up 
the high lustre and sheen. Skins 
are first drum-dyed in suitable dye 
baths, then hung to dry to allow the 
dye to completely set, as well as other 
softening elements such as fatliquors 
and greases. Once the various chem- 
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icals have oxidized, the skins are then 
wetted back, pasted out, seasoned, 
glazed and finished in the usual way. 

Some unusual color names have 
been selected, denoting the North 
Pacific origin of these skins. For 
instance, those used by Sea Leath- 
ers, Inc., include: Yukon Sand, Es- 
kimo Tan, Chinook Red, Pacific 
Blue, Northland Green, Alaskan Bark. 

Only the finest skins, free of dis- 
ease or damage, are selected for 
making the leather. Incidentally, 
salmon skins seldom show any serious 
damage, as is common to other types 
of skins used for tanning. However, 
careful selection assures of perfect 
skins. The skins are graded much 
the same as snakeskins: Number 1’s, 
2’s, 3’s, according to quality. Grad- 
ing is also done on the basis of grain. 
For example, larger skins have larger 
grains, and hence such skins are 
matched as closely as possible. 

The tanning process is specialized 
to produce a soft, supple, pliable, 
workable piece of leather. As to 
porosity and comfort against the 
foot, salmon skin compares favorably 
with the best leathers in this respect. 
The leather can be cleaned with any 
good leather polish, and the original 
colors hold well. 

According to the tanners making 
this leather, it will be priced in the 
category of snakeskins. Shoes made 
of salmon skin would fit into the 
moderate or higher priced range. 
However, it is likely that the price 
of this leather will be reduced when 
the supply of suitable skins increases 
substantially and the tanning of these 
skins is on a mass-production scale. 

The producers of these skins are 
still seeking a good promotional name 
for salmon skin leather. “Seaskin” 
has been one name _ suggested. 
Salmon skin, it is believed, may not 
be dramatic enough for wide appeal. 

It is possible that salmon skin 
may open a whole new field of shoe 
leathers. Experimentation with the 
tanning of fish skins suitable for use 
in footwear has been in progress for 
many years. One of the incentives 
is the abundance of raw supply, and 
hence the ability to produce a com- 
mercially acceptable item at low 
cost. But there have been, and con- 
tinue to be, many obstacles: suit- 
ability of the skin, skinning appara- 
tus, size, texture, tanning, etc. 

However, salmon skin leather is 
the first major step. It evidently 
holds much promise of fresh mer- 
chandising possibilities in footwear. 
And it may not be too long before 
it might become another major 
leather in the family of upper shoe 
leathers. 
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Wanted and For Sale 





Wanted: Surplus Stocks 
SHOE — caeiee coun 
shoes inciuding tlle 
Samples and Factory oe 
Also LEATHER SURPLUS and REMNANTS. 
MATT AMROSE & SONS, 
SYRACUSE, Y. 





For Sale 
9A-4 Rod $16 Press, Sher.dan Bmbossing 
Machine, 54” x 26”, #56T. 
Embossing plates 54” x 26” 
Embossing plates 48” x 26” 
Complete Bolsters 
DeVilbiss Spray Booth, exhaust fan % in. 
fan, 1% h.p.m. 3 phase, 12’ x 8’ x 12’ back 
outlet. 
DeVilbiss Compressor 5 h.p. 220 volts, 
60 cycle 3 phase motor. 
Deckert Leather of gee Co., 
Newport, 


Kid-Suede 


I OFFER PRODUCTION facilities, organiza- 
tion, technical know-how. I want converter to 
handle sales, rawstock, materials, payroll. 
Replies confidential. 

Address K-6, 

c/o Leather And Shoes 
300 W. Adams 8&t., 
Chicago 6, Ill. 


Agents Wanted 


CUTTING DIE manufacturer seeks representa- 
tive for Philadelphia, Pa., and another for 
Wisconsin. Must be living locally, well estab- 
lished and regularly in contact with shoe, 
glove and apparel industry. Write giving full 
particulars to K-7, c/o Leather And Shoes, 
300 W. Adams St., Chicago 6, Ill. 


For Sale at Low 
And Attractive Prices 


Wool Blanket Ends 

Wool & Cotton Blanket Ends 

Cotton Blanket Ends 

Canton Flannel Full Stock, also 

Various Lengths, Jobs, Shorts 

Imitation Leather Full Stock and Remnants 
All Kinds & Colors & Weights 

Also, Block Cuts 























Book Binding Cloth Full Widths—In Rolls— 
Various Colors 
Felt — Rolle — Shorts — Remnants 
Knitted Fabrics 

Raw <r % Carioads or Small Lots 


A Building Bargains. 

We Just Keep Moving Our Stock. 
Take Advantage of Our Low a 
Be One of Our Satisfied 

We Guarantee Satiafaction. 
Write for Your Needs — We Will Reply 
Promptly and in Detail with Samples, 

if necessary. 
CENTRAL MERCANTILE CO. 
217 Milwaukee Ave., Chicago 6, Il 


Manufacturers Agent 
FOR CALIFORNIA TERRITORY. Must be well 
established in Tanning Industry Poy sell a non- 
competitive product to be used ination 
in the tanning of ates Ra fg Reply giving 
full particulars to K-8, c/o Leather And Shoes, 
300 W. Adams St., Chicago 6, II. 


Agents Wanted 


AGENTS WANTED for important line of shoe 
findings to call on shoe manufacturers. Straight 
commission basis. All territories open. State 
lines now handling; give experience and refer- 
ences. Address K-9, c/o Leather and Shoes, 
300 W. Adams St., Chicago 6, IIl. 

















Rates 


Space in this department for display ad- 
vertisements is $5.00 inch for each 
insertion except in the ‘Situations Wanted’’ 
column, where space costs $2.00 per inch 
for each insertion. 

Undisplayed advertisements cost $2.50 per 
inch for each 

Wanted’’ and 


tions Wanted.”’ 
Minimum space accepted: 


THE RUMPF PUBLISHING CO. 
300 W. Adams St. Chicago 6 





Tanner 


SIDE LEATHER TANNER, 20 years experience 
with chrome, bark and combination. Can 
take charge of complete process, from hair 
to finish. Desires supervisory position 
Address K-11, 
c/o Leather and Shoes, 
300 W. Adams St., Chicago 6, III. 














Wanted 


WANTED: Medium size tannery equipment 
for manufacture chrome fide leather. Buy or 
rent. 
Address K-12, 
c/o Leather and Shoes, 
300 W. Adams S8t., 
Chicago 6, Ill. 





-Toggling Frames Wanted 


15—6 ft. x 11% ft. Prime Mfg. Co. toggling 
frames, complete with carrying bales. 
Address K-15, 
c/o Leather and Shoes, 
300 W. Adams St., 
Chicago 6, Il. 





Help Wanted 





Salesman 
WANTED: Salesman to take on a sideline of 
leather toplifts and soles for the Finding 
Trade. May cover any territory in the United 
States. Commission basis. 

Address K-5, 

c/o Leather and Shoes, 
300 W. Adams 8t., 





Tannery Supt. 


WBDST COAST chrome side tannery offers op- 
portynity for experienced superintendent. Must 
be qualified to supervise production from 
beam house to finish, and capable to train 
inexperienced help. Address J-13, c/o Leather 
and Shoes, 300 W. Adams St., Chicago 6, Ill. 








Tanner 


ponoes hsm UNDERSTANDS tanning processes 

rs to skills with chemist to 
prodace a line of fat-liquors and miscellaneous 
products for the leather industry. Must have 
ability to sell and demonstrate products. In- 
teresting proposition to the right party. Address 
K-10, c/o Leather and Shoes, 300 W. Adams 
St., Chicago 6, Ill. 








Tanner 


WANTED: A tanner who has had experience 
in tanning chrome and vegetable upper leather, 
and can produce first class, saleable stock. 
Also experienced as a tanner of mechanical 
leather. None need apply unless they have 
had first class practical record in domestic 
tanneries. Excellent opportunity for right man 
who can qualify. Address K-14, c/o Leather 
and Shoes, 300 W. Adams St., Chicago 6, II. 








West European Tanneries of 


Specialized curried shoulders and bellies wish to establish relations with distributors 
familiar with leather for belts. Able to buy for own account. Residing all centers except 
New York and Newark. Also belting butts, chrome and vegetable, and textile leathers. 
Write Box Z-10, c/o Leather and Shoes, 20 Vesey St., 


New York, N. Y. 
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Accountant-Office Mgr. 
AVAILABLE AT ONCE 
OCOMPTROLLER-OFFICE MANAGER- 
ACCOUNTANT, under 40, 18 years’ ex- 
perience in shoe industry. Thorough 
knowledge and experience in cost, in- 
ternal audits, budgets, purchase con- 
trol, office management and general ad- 
ministration. Best of references. Com- 
pletely seasoned in practice of making 
judgment. Business administration 
graduate. Accounting Major. Would 
prefer to locate New York, New Eng- 
land, Penna., or Ohio, in small or 
medium sized city. Permanency of po- 
sition a prerequisite. Expect salary 
commensurate with responsibility. Ad- 
dress K-13, c/o Leather and Shoes, 

10 High St., Boston 10, Mass. 
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IAL MACHINERY FOR 
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RANDS 

HEELS 


THOMAS BOSTOCK & SONS 
BROCKTON, MASS 
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These Are The Outstanding Fabricated 
Reinforcing And Lining Materials For 
Your Popular And Medium Priced Shoes... 


a Tufsta® The original yOV -fray 
ginal, unwoven, non-fray, 
cotton base reinforcing material—used to give extra 
strength wherever a pattern has a weak spot. World 
famous in the shoe industry a quarter of a century. 


Tufsta® Doubler The ideal fabricated 

material to add plumpness to light leathers. Gives 
right body for stitching—is non-absorbent—won’t 
shrink— prevents wrinkling when lasts are pulled. 


° 
Resproid® #1000 our finest socklining 

and heel pad material, made on a base of famous 
Tufsta with an abrasion and erack-resisting plastic 
surface far superior to pyroxylin-coated materials. 
Can’t fray at edges. No cloth weave to show. 


Resproid® #1300 and #1235 


Recognized as the outstanding vamp and quarter- 


lining material, with maximum moldability and great 
resistance to wear. Fabric base is specially treated 
with rubber to give excellent non-fray characteristics. 
High grade plastic coating resists cracking, 

peeling and abrasion. 


Durakalf® A long wearing, high quality 
vamp and quarterlining that comes in either high 
lustre pigmented pyroxylin-coated or plain dull 
finish. Both have a quality feel and appearance 
your customers will recognize at a glance. 


Also Reskraf® and Tuflex® — high 


quality, low cost heel pad and socklining materials. 
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